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Like InAwrtance Edition 


A New England Mutual General Agent answers some questions about 





what makes a life 
insurance policy liberal 


We hear a lot about the liberality of the New England 
9 e s 9 
Archie B. Carroll, CLU, is a leader and a builder. Mutual contract. What’s behind it? 
oe yee — we iy sah an are Agent “*Here’s a specific example. We analyzed the contracts 
or New England Mutual in Charlotte, North arolina, . ; isi 
his agency ranked 62nd out of 71. Today, it’s in 18th of 23 major companies and ~— led up 32 provisions. 
Twenty-seven of these provisions are on the most 


place out of the company’s larger total of 83. general 
agencies. In seven years he’s tripled his manpower. liberal basis in our contract. That’s 8 more than the 


ie TOG, be wen:-the consent: eaters Teanga. next highest total and about twice as many as in the 


99 
average contract. 


Some provisionsare a lot more important than others, 
aren’t they? 

**Yes. But how do you know just what provisions will 
be the most helpful to a policyholder? Will he need 
money and turn te the resources accumulated from 
our liberal cash values? Will he have to lapse and later, 
if insurable, take advantage of the opportunity we 
give to reinstate within 7 years? Or will a change in 
his situation mean that he will want to change to 
a higher premium form? If he does this with us, he 
simply pays the difference in reserves instead of the 
difference in premiums plus interest. 

**No one or two provisions can tell the story. It takes 
a broadly flexible and balanced contract to provide 
true liberality for all policyholders.” 


Where do you stand on cost? 

“You can talk all around this subject, as you know, 
but let me give you a simple illustration which will 
show you we're in line, and favorably so. Take 
$10,000 of Ordinary Life at age 35...” 


TOTALS FOR 20 YEARS 


Cash Value after 20 Years 
Excess of Total 
Gross Guaranteed Accumulated Total Cash Value 


: Plus Terminal Annual 
ree Dividend Dividends Cash Value | over Premiums 


$5,114.00 $3,724.40 $1,840.00 $5,564.40 $450.48 


Annual Dividends and Terminal Dividends illustrated above are computed on the 1955 
dividend scale and are neither estimates nor guarantees for the future. 
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Sales Plans In Handling 
and Unusual or 
Sales Ideas Difficult Risks 
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LIBERAL 
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and 
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NO OTHER COMPANY LOCATED IN OUR TERRITORY 
OFFERS SUCH COMPREHENSIVE FACILITIES 


For Example! A Special Standard plan for risks rated Substandard 
up to Table B or 2. 


THE FOLLOWING 39th ANNUAL STATEMENT IS ONE OF THE 
NATION’S STRONGEST BY ANY STANDARD OF COMPARISON 


December 31, 1954 





ASSETS LIABILITIES 

EE cit imevakeoueee $ 297,568.26 Policy Reserves ......... $13,252,463.82 
I iinet iu age a clare 6,215,517.35 Reserve for Installments . . 394,376.72 
Mortgage Loans....... 7,610,116.02 Premiums in Advance .... 207,633.73 
Policy Loans ......... 922,701.97 Reserve for Taxes........ 82,784.61 
Home Office Property. . 593,071.37 Other Liabilities ........ 132,183.69 
Preferred Stocks ...... 95,200.00 

Premiums in Process ... 355,238.09 Total Legal Liabilities. .. .$14,069,442.57 
Interest Due .......... 93,766.46 Capital ...... 500,000.00 

Miscellaneous ........ 77,790.25 Surplus ...... 1,691,527.20 2,191,527.20 


TOTAL ASSETS ... .$16,260,969.77 





Excellent Territory 
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Home Office 








TOTAL LIABILITIES .$16,260,969.77 


(Ratio of Assets to Liabilities 115.58% ) 








Ten-Year GROWTH Record 


1944 1954 
| a ae ae OPM | $ 7,813,546.64 $16,260,969.77 
Capital & Surplus ...... 592,013.10 2,191,527.20 
Insurance in Force ..... 36,732,949.00 96,866,394.00 
Premium Income ...... 839,153.80 2,574,617.07 


Growth 

Ratio 
208.11 
370.18 
263.70 
306.81 








Our expansion means opportunity—attractive openings available for salaried 


state and regional managers in midwest 


area. 


FOR DETAILS WRITE TO WYLIE CRAIG OR BENNETT TAYLOR, VICE PRESIDENTS 


KANSAS CITY 6, MISSOURI 
W. Ralph Jones, President 


FORTIETH YEAR OF FAITHFUL SERVICE 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
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Report Aetna Life 
to Underwrite U. S. 
| Employes A&H Case 


Claim Facilities Major 
Reason for Choice; Other 
Insurers Share Cessions 





WASHINGTON—Aetna Life will be 

| the issuing company on the huge fed- 

eral employe group A&H and hospital- 

| jzation case, according to well authen- 

ticated reports. Other life and casualty 

insurers writing these group coverages, 

along with Blue Cross and Blue Shield, 
will share in the case via reinsurance. 

The only possible hitch is that the 
strong objections of Blue Cross to this 
arrangement may succeed in disrupt- 
ing it. 

This is the so-called “standard plan” 
administered by the civil service com- 
mission. Unlike the group life plan for 
government employes, on which Met- 
ropolitan Life was the only issuing 
company, the standard plan is not the 
only one available. The tentative leg- 
islative program gives employes the 
choice of participating in the standard 
plan, or in existing plans sponsored by 
national organizations of federal em- 
ployes, or in local health insurance 
plans offered in their community or 
through the agency for which the em- 
ploye works. Local plans could be 
either of the Blue Cross type or com- 
pany-insured. 

The general plan calls for at least 
600,000 of the 1.8 million eligible em- 
ployes to enroll in the standard plan for 
it to become effective. 

It is understood that because of 


| the desirability of having widespread 


claim-office facilities the choice nar- 
rowed down to Aetna and Travelers. 
However, the fact that Travelers is the 


The National Weekly Newspaper of Life Insurance 


Travelers Gets A&H 
Cover on 500,000 
Railroad Employes 


The largest single fringe benefits 
case ever written, a group A&H con- 
tract covering 500,000 railroad em- 
ployes, was signed with Travelers by 
representatives of most of the nation’s 
railroads and the chief executives of 
13 railroad non-operating unions in 
Washington, D. C. William N. Seery, 
vice-president of Travelers in charge 
of life, accident and group division, 
attended the signing ceremonies. 

The total premium and deposit will 
be about $36 million a year. The pres- 
sent plan does not cover dependents of 
railroad employes, and if they should 
be added to the cover the premium 
and deposit will be boosted to about 
$60 million annually. 

Under the arrangements of the con- 
tract, employes will contribute $3.40 a 
month and the railroads will contribute 
a similar amount. Benefits will include 
hospitalization up to $500, plus 75% 
of additional hospital charges, up to 
$300 in surgical benefits plus reim- 
bursement of certain expenses in con- 
nection with medical service, and up 
to $5,000 in major medical and polio 
expense. The contract also includes X- 
ray and laboratory expenses up to $50 
im any six months period. 





John Hancock has arranged to lend 
$1% million to Henry Holt & Co., New 
York City publishers, on 4% sinking 
fund notes due in 1970. 


Jie NATIONAL UNDERWRITER 


Life Sales Increase 
24% in 1954, Dec. 
Sales Up 9% 


Sales of life insurance in the U. S. 
exceeded $40 billion for the first time 
in 1954, a 24% increase, according .to 
LIAMA. 

The year’s sales, including all credit 
life business, were nearly $48 billion, 
including $25,034,000,000 ordinary, up 
7%; $13,259,000,000 group, up 114%; 
and $6,585,000,000 industrial, up 1%. 

Total December sales were up 9% 
to $4,085,000,000, including $2,459,- 
000,000 ordinary, up 11%; $1,135,000,- 
000 group, up 10%; and $491 million 
industrial, up 1%. 





Spellacy Named 
Conn. Commissioner 


Thomas J. Spellacy, former mayor 
of Hartford and former Democratic 
nominee for governor and U.S. Sen- 
tor, is Gov. Ribicoff’s choice for in- 
surance commissioner of Connecticut. 
His name, along with those of 14 other 
commissioners and 15 deputies, will 
be submitted to the state senate Feb. 1 
for confirmation. 

The 74-year-old Democratic leader 
will undoubtedly be confirmed as com- 
missioner. This is the first time the 
Democrats have been able to submit 
the nominations all at one time to only 
one legislative branch. Previous to 1951, 
nominations were made at various in- 
tervals and some required confirmation 
of both house and senate. 








’ Late News Bulletins... 





Murchison Buying Control of Midland National 


Midland National Life of Watertown, S. D., has reported negotiations by 





issuing company for the just-consum- 
mated railroad employes case made 
Aetna Life the more logical choice for 
the federal employes case. 





Continental, Shield Life 


_ of Fort Worth Merge 


Continental Life and Shield Life, 

both of Fort Worth, have been merged 
under the name of the former, with 
_ assets in excess of $3,000,000 and insur- 
ance in force of $28,000,000. 
_Sterling Holloway, president of Con- 
tinental, will remain in that post and 
| Clyde P. Weed, Shield Life president, 
will become a senior vice-president. 
The merged company plans to enter 
the group life and industrial fields. 


| Wins $35,260 Libel Suit 


Claud Shell of Bessemer, Ala., was 
| awarded $35,260 in libel claims against 
erican Life of Birmingham and its 
President, Thomas W. Wert, former 
circuit court judge. Mr. Shell sued the 
company and Mr. Wert for writing 
him a letter in which Mr. Wert called 
him a “cowardly cur and an infamous 
liar” and sending a copy to Scotty 
Forsyth of Mt. Pleasant, Tex. Mr. 
Shell declared that this frustrated a 
business contact with Mr. Forsyth. 
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Clint W. Murchison of Texas to gain control of the 49-year old company. It 
has been confirmed by members of the executive committee of Midland that 
Murchison’s group already holds approximately one-third interest, and is 
negotiating with all other stockholders through members of the executive com- 
mittee of Midland for controlling interest. Final consummation of the sale 
would be subject to the approval of the federal communications commission 
due to the ownership of radio station KWAT by Midland National and its 
proposed entry into TV. 

Midland National has more than $1.18 in assets for every $1 of liabilities. 
Nearly $107 million insurance is in force, produced by agents in 15 states and 
Alaska. 

Current major stockhoders of Midland National residing in Watertown are 
Frank L. Bramble, one of the founders, John W. Ehrstrom, C. L. Chase, vice- 
president, and Alan L. Austin, secretary and general counsel. 

The proposed change of control would mean no change in personnel in the 
Midland National nor in the operation of station KWAT. 

Murchison is reported to have assets of $350 million dollars and 48 com- 
panies with 50,000 employees. 


Chatter on FTC—AG&H Situation 


WASHINGTON—Some A&H insurers against which federal trade com- 
mission has filed complaints charging false and deceptive advertising would 
like to await outcome of the trial of the complaint against Bankers Life & 
Casualty, scheduled before FTC Hearing Examiner Laughlin beginning in 
Chicago Feb. 8. 

FTC officials, however, point out that several years could elapse before final 
decision on this case, if Laughlin’s decision is appealed to the commission and 
then the courts. They would prefer to get on with the campaign against A&H 
without awaiting final results in the Bankers Life & Casualty action. 

Meanwhile it is reported that insurance representatives at a meeting late 
PAGE 16) 
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Hits ‘Cooked-Up’ 
Low-Cost Promises 
in Sales Promotion 


President Dawson, Mutual 
of N.Y., Says Management 
Quality is the Big Factor 


Following are excerpts from a2 
speech by Louis W. Dawson, president 
of Mutual Life of New York. The re- 
marks are from an address in which 
he announced to the company’s field 
force, on Jan. 24, Mutual’s plans and 
programs for 1955. His speech was 
transcribed and records were heard 
simultaneously by some 3,000 of the 
company’s agents meeting on Jan. 24 
with their respective agency managers 
in nearly 100 agency cities throughout 
the United States and Canada. 

During the past year, there has been 
a good deal of advertising and general 

publicity about so- 





called “Bargain 
Rates” or “Low 
Cost” life insur- 


ance. This seems 
to be causing some 
confusion and mis- 
understanding in 
the public mind, 
as well as among 
the underwriters 
of the various 
companies. So I 
think some dis- 
cussion of just 
what determines the cost of life insur- 
ance might be of interest. 

Despite the legitimate needs of net 
cost illustrations and their use for 
competitive purposes, it should be 
clearly recognized there are no special 
“bargains” in life insurance which can 
be guaranteed by any company under 
the mutual plan. The buyer’s real cost 
depends, not upon assumptions involv- 
ing current dividends, but upon the 
future experience of a company, which 
nobody—but nobody—can guarantee, 
or indeed, truly foresee. Future cost— 
which is the common method of meas- 
urement—whether it be continuing 
eost or ledger cost—is determined by 
only one thing: the character of the 
future operations of a particular com- 
pany and the extent of its future earn- 
ings. Therefore, any assertions or in- 
ferences by a mutual company that it 
has developed a special product which 
can assure low net cost—whether 
based upon a low gross premium or 
the projections of dividends over the 
years—must be looked at with extreme 
skepticism. 

Companies that operate under the 
mutual plan aim to provide insurance 
protection to policyholders at cost in 
the long run; and such cost depends 
upon the company’s future operating 
experience. Each company sets its 
gross premiums at levels that provide 
what it regards as sufficient margins 
for all possible future contingencies. 
When a company’s experience is bet- 
ter than that provided for in the gross 

(CONTINUED ON PAGE 14) 
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Room Hopping Popular 


at Cincinnati Congress 

CINCINNATI—Room hopping 
proved to be a popular feature at the 
Cincinnati Life Underwriters Assn. 
sales congress, with much “hopping” 
from one session to the other in evi- 
dence. Local leaders were moderators 
of prospecting, tax, programming, time 
control, package selling, business in- 
surance, and group sessions. There 
were four set talks. 

The “cross ownership” idea where 
someone other than the insured pays 
the premium is the most terrific sales 
idea in the business, Sherman O. Schu- 
macher, general agent, Provident Mu- 
tual, Akron, stated. Using this idea 
since 1944, he said he had not failed 
to sell $1,000,000 or more a year since. 
He stressed the importance of setting 
up a calls-interviews-sales formula 
and making an adequate number of 
calls. Prior to world war II, he said he 
traveled over an extensive area ad- 
jacent to Akron in prospecting. When 
gas rationing curtailed this, he was 
kept close to home and did twice as 
much business. “There is plenty of ‘ur- 


anium’ nearby for the agent in cross 
ownership sales,” he said. 

W. A. Nixon, Jr., Massachusetts Mu- 
tual, Rochester, N. Y., was a Baptist 
minister prior to entering life insur- 
ance and carried his zeal and enthusi- 
asm into his present work. He empha- 
sized the importance of proper atti- 
tude—toward self, business, and pros- 
pect—in attaining success. Character is 
the sum total of all attitudes, he said. 

No man can fail in the business if he 
has a true concept of the wonderful 
things he can do for the prospect with 
life insurance, Charles FE. Rosch, 
Northwestern Mutual, Baltimore, de- 
clared. Before an agent can become 
imbued with what life insurance does, 
sometimes someone has to die. “But 
for me,” the agent says to himself, 
this widow and child would not have 
the principal and interest that I am 
about to bring them. I pleaded and 
persuaded and held on and on, until 
finally an estate was born which did 
not exist before. In the twinkling of an 
eye, we accomplished for this family 
what 40 years of savings could not 
have accomplished. I am the man!” 


P. W. Bove, New Jersey Bell Tele- 





Voung “Man 


on a Bicycle 


Fifteen years ago, a guest, checking into a Topeka, Kansas, hotel, 
was impressed hy the pleasant, alert manner of the bell boy who 
showed him to his room. “Son,” he said, “you ought to sell life 
insurance for a living.” 


The two never saw each other again, but the guest’s advice stuck 
in the boy's mind. When he was discharged from the Army Air 
Force after World War Il, he turned to life insurance as a source 





of part-time income. 


While he was still a student in the university, he applied to the 
Kansas City Life general agent in his town for a job. The 20 Pay 
30-year Endowment Policy was explained to him—and in the first 
seven days, he wrote seven applications for that policy. 


The boy rode the street car to make his first calls, but he soon 
found that he couldn’t get around fast enough. Because he needed 


the money he earned for his school expenses, he couldn't afford 


The President’s Club of 
Kansas City Life Insur- 
ance Company is com- 
posed of life under- 
writers whose yearly 
record is outstanding. 
With these stories of 
its officers we pay 
tribute to the entire 
organization for the 
fine effort it has made 
to make life insurance 
the splendid vocation 
that it is. 


an automobile—so he solved his transportation problems with a 
bicycle. Within a few months the life insurance man who made 
calls on a bicycle was a familiar figure in the city. 


During his last two years in college, the young man on the 
bicycle qualified for Kansas City Life's President’s Club, and then, 
after another year-and-a-half stint with the Air Forces, he returned 
to work and led the Company in the number of sales. 


Today Kansas City Life Insurance Com- 
pany offers the ambitious man more 
opportunity than ever. Today the Com- 
pany has more than one billion dollars 
of life insurance in feorce—an achieve- 
ment made possible by the . 


of the President’s Club, 


whom we pay tribute here. 


KANSAS CITY LIFEINSURANCE CO. 


Broadway at Armour, 


City, Missouri 
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1954 1953 

Increase in Increase in 

New Life New Life Life Ins. Life Ins. 

or Bus. Ins. Bus. In Force In Force 

$ $ 

BRATIOrS: TOD, TOW vies ncosecsencesacensarcosecosnsee 412,310,4811* 238,514,123" 291,542,305 133,319,807 
Business Men’s Assurance ... 203,397,653 186,197,785 134,121,670 100,613,123 
Colonial Life 62,371,580 49,842,780 35,696,798 23,947 995 
Equitable Life of Iowa .... 129,878,861 128,867,368 62,118,565 68,773,639 
Excelsior Life, Canada .... . 48,516,356 44,284,034 27,845,871 26,774.049 
Nat’l. Life of Vermont .. 191,909,182 163.133,495 124,161,860 93,354:104 

Ohio National Life 108,409,696 106,546,719 57,334,002 65,637, 
Pacific Mutual Life ..............0ccsssssccsesesrseessers '5,958,588** 182,174,408 257,934,807 129,459,194 
Phoenix Mutual Life .........ccccssssssssseeseeeeesene 141,816,810* 138,195,138" 72,845,965 78,140,192) 

Pilot Life 248,258,840°** 152,779,527 179,081,877 103,698, 








phone Co., said 20 experts on human 
behavior had made an exhaustive stu- 
dy of the characteristics that make a 
successful man and _ unanimously 
agreed on these three: The will to suc- 
ceed, be willing to do a little bit more, 
and the ability to “powerize” their 
knowledge in the field in which they 
are engaged. 

Moderating the room hopping ses- 
sions were: J. C. Benson, manager, 
Union Central; J. E. Rappaport, tax 
attorney; W. B. Hardy, New England 
Mutual; F. C. Hirons, Union Central; 
G. W. Isgrig, manager, Lincoln Na- 
tional; M. J. Koch, Northwestern Mu- 
tual; R. A. Lauer, Northwestern Mu- 
tual, and O. E. Wright, group mana- 
ger, Aetna. 

Mr. Hardy paid an impressive trib- 
ute at the luncheon to the late A. Rob- 
ert Groenke, Mutual Benefit, who 
had been scheduled to lead the ses- 
sion on taxes. 


Life People Meet with 


Treasury on Bond Plan 


WASHINGTON—The American Life 
Convention-Life Insurance Assn. of 
America joint committee on economic 
policy met Monday with Treasury 
Secretary Humphreys and other treas- 
ury officials on plans for issuance of 
new government securities. 

Discussion is reported to have 
ranged over what kind of paper the 
treasury should issue to refund se- 
curities to mature, whether it should 
be in long-term bonds, securities of in- 
termediate maturity, the rate of in- 
terest, etc. The money market recent- 
ly has been regarded as acting as fa- 
voring issuance of a long-term treas- 
ury bond. But this does not mean that 
life company investment men neces- 
sarily hold this view now, though they 
have in the past. 

A treasury spokesman stated that 
life insurance participants in the con- 


ference included Claris Adams, execu-. 


tive vice-president and general coun- 
sel of ALC; Eugene Thore, LIA gen- 
eral counsel; James J. O’Leary, LIA 
director of investment research, and 
Devereaux Josephs, chairman of New 
York Life. 





Brickman Is General Agent 
for U.S. Life at Ardmore, Pa. 


U. S. Life has appointed Newton 
Brickman, with Metropolitan Life at 
Philadelphia since 1944, general agent 
at Ardmore, Pa. His brother, Ben 
Brickman, who also has had experi- 
ence in the life business in Phila- 
delphia, is A&H supervisor of the new 
general agency. 





Named to High Agency Posts 


North American Life of Canada has 
appointed E. H. Hanley assistant gener- 
al manager in charge of agencies and 
E. Morton director of agencies. J. A. 
McCamus, now assistant general man- 
ager in charge of agencies, is retiring. 


Baldwin to Hold Seminar 
for Life Presidents 


W. Lee Baldwin, former president | 
of Security Life & Accident, who for 
health reasons resigned in December 
of 1953, is conducting a_ three-day 
management conference at the Brown 
Palace hotel in Denver Jan. 31-Feb, 2. 
Approximately 50 presidents from ma- 
jor companies will attend this confer- 
ence which is sponsored and conducted | 
by Mr. Baldwin. The idea of a con- 
ference for top executives was entire. 
ly Mr. Baldwin’s, and the response has _ 
been reported as excellent. Although 
there will be one or two prominent 
speakers, Mr. Baldwin will conduct 
and participate in every session. 

Recognized as an outstanding execu- 
tive, while he was with Security L.&A. 
beginning in 1938, he is credited with 
being primarily responsible for the 
company’s rapid growth. In 1938 in- 
surance in force was approximately 
$37 million while at the end of 1953 it 
was some $280 million with a corres- 
ponding substantial increase in assets, 
Mr. Baldwin remains a member of the 
company’s board of directors and a 
company consultant. 








Appoint Melly Director 


of Mutual's Brokerage Sales 


Mutual of New York has appointed 
Joseph J. Melly Jr., formerly broker- 
age manager of the King agency of 
New England Mutual at New York, as 
director of brokerage sales, a newly- | 
created position. Mr. Melly was with | 
John D. Wyeth & Co., New York in- | 
surance brokers, 1940-1942. In 1946 he 
joined Travelers as a field assistant in 
the life, accident and group depart- 
ment, and in 1948 went with New Eng- 
land Mutual. 

_Creation of the new position will 
give better direction to Mutual’s bro- 
kerage business, which has been de- 
veloping for the past two years, Stan- 
ton G. Hale, vice-president for sales, 
said. The company will continue to 
emphasize career representation, the | 
brokerage business being supplemental | 
to this. i 








Hyde Named General Agent 


for Colonial at East Orange 


Colonial Life has appointed James 
I. Hyde, formerly agency assistant in 
the home office 
general agency 
department, gen- | 
eral agent at East | 
Orange, N. J. Pri- | 
or to joining the 
company in 1952, 
Mr. Hyde was in 
the business at 
New York City. 
His father, Elmer 
S. Hyde, is an in- 
surance broker 
and commissioner 
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House Group Hits 
Army Handling of 
Agents in Germany 


WASHINGTON—A report critical 
of the army’s handling of insurance 
sales to army personnel at installa- 
tions in Germany was released this 
week by the House subcommittee on 
defense activities headed by Rep. Hess. 
As one of several “obvious conclu- 
sions,” the report states that a satis- 
factory job on licensing of companies 
and agents has not been done and that 
there has been some attempt to shift 
the burden to the Pentagon and maybe 
that is where the responsibility should 
be, but the regulations do not say so. 
The report points out that insurance 
is a highly skilled and technical oc- 
cupation and that the field command- 
er at Heidelberg was not qualified or 
equipped to handle the insurance job, 
yet one of the first principles of mili- 
tary discipline is that a commissioned 
officer may not delegate his assigned 
responsibilities nor neglect the full 
performance of his duty because of 
personal predilections. 

e e @ 

“Evidence before us,” the committee 
says, “is that the policing of companies 
and agents had been indifferently, 
loosely, and in some instances cap- 
riciously handled.” 

The report goes on to say that Eur- 
opean Assn. of Life Underwriters com- 
posed predominantly of Texas compa- 
nies has been “too intimately identi- 
fied with official action” and “is too 
shaky a reed upon which to rely for 
guidance, we think, as demonstrated 
by the testimony at the hearing.” 

“The Department of Defense has 
chosen to allow the military estab- 
lishments to get into the commercial 
life insurance field,” the report con- 
tinues. ““We think the need for getting 
into such matters as commercial life 
insurance companies and agents and 
the use of allotment privileges should 
be given a second look by Congress 
and the Department of Defense. 


“Complaints do not die out because 
of angry denunciations of critics nor 
by causing a nationally circulated 
magazine to vanish from newsstands, 
nor by gratuitous advice to commit- 
tees of Congress, nor by banishment 
of critics. There is after all a funda- 
mental American right to examine of- 
ficial conduct, to comment upon it 
and express opinions upon the propri- 
eties involved. That freedom of ex- 
pression is one of the freedoms which 
the military establishment is sworn to 
defend—by force of arms if necessary 
—and the military establishment must 
live with it.” 

The reference ‘to a national maga- 
zine is to the Argosy magazine which 
carried an expose of the insurance sit- 
uation in Germany in the November 
issue. 


Jeff. Standard Sets Up 
Legal Unit, Elects Hudgins 


V-P and General Counsel 


Jefferson Standard Life has elected 
D. Edward Hudgins vice-president and 
general counsel and has taken steps to 
set up its own legal department, which 
he will head. Establishment of the new 
unit, under consideration for several 
years, was timed with the retirement 
last month of Julius C. Smith, vice- 
president and general counsel, whose 
law firm of Smith, Moore, & Pope, of 
which he is senior partner, did the 





legal work for the company for many 
years. 

Mr. Hudgins, who will immediately 
take charge of the new department, 
was also elected a member of the fi- 
nance committee. He was a member 
of the law firm of Smith, Wharton & 
Hudgins from 1933 to 1941, when he 
began practicing individually. In 1945 
he organized the law firm of Hudgins 
& Adams. He is chairman of the 
Greensboro, N. C., board of education. 

Mr. Smith, who will continue active 
practice with his law firm, was pres- 
ident of North Carolina State Bar 
Assn. from 1935 to 1937. 





Continental American 
Plans 100% Dividend 


Directors of Continental American 
have recommended a 100% stock divi- 
dend. They would double the number 
of outstanding shares of stock from 
65,235 to 130,470 through the pro- 
posed 100% dividend and replace the 
present rate of $2.40 a year by declar- 
ing a 35-cent quarterly dividend on the 
doubled shares. This new quarterly 
dividend would replace the 60-cent 
dividend on present stock. 

The directors will act on the recom- 
mendation April 21 provided stock- 
holders, at a special meeting March 
17, approve an increase in the author- 
ized common stock to 250,000. 

Earnings were $3.77 a share in 1954 
on the basis on average shares out- 
standing, compared with $3.44 in 1953. 


U. H. Brockway Retires 


U. Hayden Brockway, life and A&H 
manager for Travelers at Hartford 
since 1926, has retired. He joined the 
company in 1911 and was field super- 
visor in the agency department before 
becoming assistant manager of the 
life and A&H lines. He is a fellow of 
Casualty Actuarial Society. 








Pan-American Lite 
Promotes Five 


Pan-American Life has named as su- 
perintendents of agencies Gilbert H. 
Sawyer, advanced 
from assistant su- 
perintendent of 
agencies, and Ber- 
nard S. Lyon, since 
1950 Tennessee 
manager for Phoe- 
nix Mutual. They 
will serve jointly 
with Superintend- 
ent of Agencies 
Charles J. Mesman 
under the direction 
of Kenneth. D. 
Hamer, vice-presi- 
dent and agency director. 

Agency Secretary Irwin H. Fust be- 
comes assistant superintendent of agen- 





Gilbert H. Sawyer 





Irwin H. Fust Bernard S. Lyon 


cies and John W. Nelson was advanced 
from assistant agency secretary to 
agency secretary. 
& e e 

Because of the growing importance 
of public relations and advertising ac- 
tivities, these activities will be handled 

(CONTINUED ON PAGE 16) 
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LOOKING 


AHEAD... 


1954 was a good year for Commonwealth Life. 
New offices — both District and Branch — were 
opened. Many others were greatly expanded. In- 
surance-in-force figures soared past the three-quar- 


ter-billion dollar mark... 


Prospects for 1955 appear favorable, and the Field- 
men of Commonwealth Life Insurance Company 
should certainly share another banner year with 
the institution of life insurance. 


INSURANCE IN FORCE, January 1, 1955 . . . $797,949,700 
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2 Denver Companies 
Face $7 Million Suits 


A damage action asking $7 million 
has been filed in Denver against of- 
ficers of two local life companies, 
Howard Life and Capitol Cooperative 
Life. It is charged that the officials 
converted to their own use the prop- 
erty, assets and business of the insur- 
ers, former mutual associations con- 
nected with funeral parlors, by a le- 
gal maneuver in forming stock com- 
panies and abolishing the mutuals. 

The suit was filed by Moody Samp- 
son against Howard Life, and Mr. and 
Mrs. D. G. Brown against Capitol Life. 
The claim is that when the companies 
were transformed from mutual to 
stock, the officers, who were affiliated 
with the Howard and Capitol under- 
taking establishments, concocted a 
scheme which brought everything of 
value into their own possession leaving 
the policyholders with nothing. 

The Capitol Co-Operative Life case 
is reportedly in process of settlement, 
subject to the approval of the Colorado 
department and the court, and if the 
settlement goes through as planned, the 
policyholders will receive the surplus 
of the merged mutual association, 
amounting to approximately $500,000. 
Howard Life has indicated by news- 
paper advertising and otherwise that 
they will leave the final decision to the 
courts, and a tentative date, Feb. 2, 
has been set for the taking of the de- 
positions of the company’s officers and 
directors. 

Officers of Howard Life have run 
large advertisements in the Denver 
papers explaining their side of the 
case, and pointing out that the conver- 
sion to the stock basis was approved 
by a unanimous vote of policyholders. 

There are approximately 25,000 pol- 
icyholders in the two companies, Judg- 
ments totaling $3% million are sought 
against the officers of each firm, both 
of which deal chiefly with burial in- 
surance. 


Committee Chairmen Named 


for Selection Men’s Group 


Chairmen of Institute of Home Of- 
fice Underwriters committees have 
been appointed by James D. Renn, 
Peninsular Life, president. They are: 

Reading and reference, Miss C. L. 
Childress, Liberty National; procedures 
and cost, W. H. Bush, State Farm Life; 
education and examination, W. H. 
Beall, North American Life & Casual- 
ty; underwriting, R. A. Burke, North 
American Reassurance; membership, J. 
H. B. Peay, Jr., Life of Virginia; hotel 
arrangements, R. E. Button, Republic 
National. 

The Institute’s 1955 conference will 
be held Oct. 26-28 at Louisville. 


Washington Nat'l Gives Awards 

Burton P. Sears, vice-president and 
general counsel of Washington Nation- 
al, was recently presented with a 40- 
year service pin by R. J. Wetterlund, 
board chairman. Mr. Sears was gen- 
eral counsel for National Life of U.S.A. 
from 1920 to 1933 and with Hercules 
Life from 1933 until its merger with 
Washington National in 1938 at which 
time he went with the latter company. 

Three 30-year veterans were also 
given service pins by Mr. Wetterlund: 
Vice-president Theo F. Heckel, who 
is in charge of overall company group 
operations; Marian Lipman; and Rach- 
el Finkbinder. 


Promotes Fox at Milwaukee 

Robert M. Fox, assistant brokerage 
manager for Occidental Life of Cali- 
fornia at Milwaukee, has been promo- 
ted to brokerage manager there. He 
joined the company a year ago after 
experience with Old Line. 
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Mutual Fund Shares 
Show Big ‘54 Gains 


NEW YORK-—Investment compa- 
nies, which have loomed up as an in- 
creasingly aggressive competitor for 
life in the past year, wound up 1954 
with net assets of $7,297,594,000, up 
$2,233.075, according to the National 
Assn. of Investment Companies. The 
figures cover 115 open-end (mutual 
fund) companies and 30 closed-end 
companies. 

The number of shareholders rose in 
1954 9.1% to reach 1,911,493. Dis- 
tributions to shareholders of both 
classes of investment companies dur- 
ing 1954 totaled $389,474, up $103,- 
522,000. Of this figure, $232,719,000 
came from investment income divi- 
dends and $156,755,000 from capital 
gains distributions and other sources. 

Of the asset figure, the open-end 
(mutual fund) companies accounted 
for $6,109,390,000, up $1,963,329,000. 
This category of investment company 
furnished the bulk of the competition 
for life agents. Closed-end funds ac- 
counted for only $1,188,204,000 of the 
asset total, up $928,458,000. 

Sales of mutual fund shares set a 
new record of $862,817,000, as against 
$672,005.000 in 1953. For the fourth 


quarter they were $270,594,000 as 
against $217,100,000 in the third quar- 
ter. 

Redemptions by the 115 open-end 
funds were also at a new high in 1954, 
totaling $399,702,000 as against $238,- 
778,000 and the previous high of $321,- 
550,000 in 1951. Redemptions in the 
fourth quarter of 1954 were $98,709,- 
000 as against $107,300,000 in the third 
quarter. 

Distributions to shareholders by 
open-end companies last year were 
$330,587,000 as against $237,409,492. 
Of the 1954 total, $200,102,000 was 
paid from investment income, $129,- 
933,000 from realized capital gains, 
and $552,000 from other sources. 

The association reported that 4,882 
new accumulation plans, providing 
for the regular purchase of mutual 
fund shares, were opened by investors 
in December, bringing the total of such 
plans opened in 1954 to an estimated 
67,462. The number of such plans 
opened in the fourth quarter was 20,- 
462 as against 17,781 for the third 
quarter. 





e Equitable Society has awarded cer- 
tificates in unit management to 32 
agents who successfully completed 
the 22nd school in unit management, 
held at Colorado Springs. 





Packaged 
Insurance 


- Sells 
Faster 


(One of a series) 


THE MACCABEES 
JUNIOR ESTATE BUILDER 


We call this our “Stop and Go” plan. 


It allows parents to build a substantial insurance estate 

for their children at low juvenile rates .. . Then at 

age 21 the children may GO on with the plan and have 

five times the original insurance protection, with no added 

cost. This amount will be paid up at age 60. 

Or they may STOP payments and receive a choice of 

the following benefits: 

e Paia up insurance equal to about 2% times the 
original face value. 

e Extended term insurance for 41 years, 

e Accept a liberal cash settlement. 

Saies Aids—High-powered sales ammunition produces 


qualified prospects and helps close the sale. Direct mail 
matenal, custom designed for this plan, is FREE to our 





agents in unlimited quantities including all postage costs, 
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e We offer excellent opportunities for rapid 
advancement in many territories in the U. S. and 
Canada. Write to Robert 0. Shepler, Field Director, 
for complete information. 
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Plan Overhauling 
of DISC Program 


A greatly broadened disability in- 
surance sales course program was rec- 
ommended by the educational commit- 
tee of International Assn. of A.&H. 
Underwriters at a meeting in Chicago. 
The plans wNl be presented to the 
association board for approval at its 
February 4-5 meeting. 

Primary changes proposed by the 
committee, headed by E. H. Magnuson, 
assistant vice-president Federal Life & 
Casualty, include complete revision 
and expansion of text material; a uni- 
form curriculum for all DISC schools, 
hiring a full-time DISC administrator 
for IAAHU headquarters; determining 
a suitable form of recognition for those 
satisfactorily completing the course. 

The new text material has been in 
preparation for a considerable period. 
The number of pages will be greatly 
increased, visual material will be 
added, sections on business A&H and 
programming have been considerably 
expanded and the selling section more 
fully developed. The course will con- 
tain its own examination papers, and 
an instructor’s manual will be avail- 
able. It is expected printing of the new 
text will be completed within 60 days. 

Based on the results of the 28 DISC 
schools conducted in 20 universities. 
the committee recommended the basic 
form should be a 10-12 week school 
under the direction of one instructor, 
who may bring in outside lecturers on 
specialized subjects. This would not 
preclude the university short-course, 
the plan under which many DISC 
schools have been conducted. Special 
curriculums and procedures will be 
worked out for such courses. however. 
as the 10-12 week course will be the 
standard. 

The DISC administrator would han- 
dle both headquarters and field ad- 
ministration. It is contemplated on- 
the-spot services of the director would 
be available to any university, asso- 
ciation or any qualified group inter- 
ested in conducting a school. It is an- 
ticipated he would go into the field 
and help set up the course wherever 
called upon. 

No decision was made as to the na- 
ture of the designation which would be 
accorded those successfully completing 
DISC. 

In “off the record’ conversations, 
several committee members stressed 
the moves taken at Chicago were in 
no wise an outgrowth of the recent 
decision of Life Underwriters Training 
Council to enter the A&H training 
field. The decision to make the changes 
was made more than a year ago, one 
member stressed, adding at that time 
‘it was the understanding of officials 
of IAAHU that LUTC had no interest 
in the A&H field.” 





Savings Increase in 


Insurance, Pensions 


Securities and exchange commission 
has reported that from July to Sep- 
tember, individuals’ saving included 
an increase of $2.1 billion ‘equity in 
insurance and pension reserves. Equity 
in private insurance rose by $1.4 billion 
and government insurance and pension 
reserves increased by $700 million. 


Bankers, N. J., Extends Idea Plan 


The formal suggestion plan used by 
home office employes of Bankers Na- 
tional Life has been extended to the 
field. The reason for the plan is to 
bring to the attention of management 
possible improvements in writing new 
and servicing old business. A minimum 





of $5 is awarded for adopted sugges- 
tions. In the past the amount of the 
award has been approximately 10% of 
the estimated savings made possible by 
the suggestion. If the savings is not 
measurable, a point system is used to 
determine the amount awarded. 





Claims Procedures Must 


Protect the Company, Too 


Speaking at the New York depart- 
ment’s training course for examiners, 
E. F. Northrop, principal examiner in 
the department’s life bureau, said that 
examiners must try to find out wheth- 
er a company’s claim procedures serve 
to protect itself as well as the claim- 
ants, particularly as the department’s 
basic policy is that all doubts be re- 
solved in favor of the claimant. 

As an indication of recent improve- 
ment in claims procedure, Mr. North- 
rop noted that the handling of claims 
by life companies has been speeded up 
to the point where most normal claims 
can now be paid within 24 hours. 





Mrs. Chiswell Leaves 
$2.2 Million Estate 


Mrs. Adelaide E. Chiswell of Wash- 
ington, D. C., widow of W. Wallace 
Chiswell, founder and first president 
of Peoples Life, left an estate valued at 
$2.2 million, according to petition for 
probate of her will. Most of the estate 
consisted of Peoples Life stock, valued 
at $50 a share. 


Bammert to Teaching Post 


Vincent H. Bammert, assistant depu- 
ty commissioner of Washington, has 
resigned to become head of the insur- 
ance department at Seattle University. 

Mr. Bammert attended St. Martin’s 
college, the University of Washington 
and Seattle University. He has been 
with the department for four years, 
first as an examiner at Seattle and lat- 
er as assistant deputy at Olympia. He 
now becomes assistant professor in the 
school of commerce and finance at Se- 
attle University, as well as head of the 
insurance department. 


Aetna Officers Talk at Toledo 
Company men who addressed the 
annual meeting of the Hill agency of 
Aetna Life at Toledo were J. E. Grif- 
fith Jr., vice-president; J. Grant Irving, 
medical director; John K. Luther, field 
supervisor, and Charles A. Spoerl, as- 
sistant vice-president and actuary. 


Texas H. O. Underwriters Meet 

Featured at the January meeting in 
Dallas of Texas Home Office Life Un- 
derwriters Assn. was Dr. J. R. Max- 
field, Jr., a noted radiologist, whose 
clinic was one of the first 300 in the 
United States approved for the medical 
use of radioactive materials. 
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Worid’s Only Recorder of its Kind 
WALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


ords noiselessly in or out of closed 
briefcase, containing hidden mike while 
waiking, riding, flying. Conferences, lectures, 
dictation, 2-way phone. Permanent, unalter- 
able, indexed recording at only 3c per hr. 
MILES REPRODUCER Co. tne 

612 Broadway, N. Y. 3, N. Y. 

Dept. wuL 


e@ AUTOMATIC UNDETECTED 
RECORDING up to d hrs 
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MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 


®. O. Box 101 Queens Village. N. Y. 





Phone — Hollis 4-0942 
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Penn Mutual Promotes 
Satterthwaite, 6 Others 


Penn Mutual Life has named Willis 
H. Satterthwaite vice-president and 
counsel, John W. 
McPherson secre- 
tary and associate 
counsel and Albert 
G. Cederstrom 2nd 
vice-president, se- 
curities. 

Also appointed 
to higher posts are 
Lawrence M. Bre- 
gy associate coun- 
sel, Howard B. 
Neal senior finan- 
cial secretary, Wil- 
W. H. Satterthwaite liam W. Bodine Jr. 
financial secretary and William H. 
Loesch Jr. assistant to the vice-presi- 
dent. 

Mr. Satterthwaite joined the law de- 
partment in 1935, becoming assistant 
counsel that year. He was advanced to 
counsel in 1945. He is chairman of 
American Life Convention’s legal sec- 








J. W. McPherson A. G. Cederstrom 


tion and a member of the executive 
committee of Assn. of Life Insurance 
Counsel. 

Mr. McPherson joined the law de- 
partment in 1939, became assistant 
counsel in 1943 and secretary in 1951. 

Beginning with the financial depart- 
ment in 1943, Mr. Cederstrom was 
named financial secretary two years 
later. 

Mr. Bregy started with the law de- 
partment in 1941, moving up to assis- 
tant counsel in 1950. With Penn Mutual 
since 1927, Mr. Neal was appointed 
financial secretary in 1950. Mr. Bodine 
joined Penn Mutual in 1951 and two 
years later was made assistant secre- 
tary. Mr. Loesch started with the com- 
pany in 1951 as assistant counsel. 





William Flint Resigns 


Mich. Department Post 


William H. Flint, second deputy 
commissioner of the Michigan depart- 
ment and director of the public rela- 
tions division, has given his resigna- 
tion to Commissioner Navarre. Mr. 
Flint has been in ill health following 
a severe heart attack last July. 

A former field manager for Wolver- 
ine and the American States, Mr. Flint 
joined the department in 1949. He re- 
cently had received a merit award 
from the Michigan Assn. of Insurance 
Agents for distinguished service in be- 
half of the American Agency system 
over a 30-year period and for a com- 
plaint-handling system he had set up 
in the Michigan department. 

Mr. Flint will take over active man- 
agement of the family local agency in 
Perry which was started by his wife, 
Doris, in 1945. 


Hancock Changes in Pa., H. O. 


John Hancock has appointed George 
F. Roberts manager at Hancock Vil- 
lage, Chestnut Hill, Pa., succeeding N. 
Frank Neer Jr., manager since 1951, 
who has been named assistant mana- 
ger of the real estate management 
and development division of the city 





mortgage department in the home of- &@ ®ROGRESSIVE 


fice. Mr. Roberts was with Boit, Dal- 
ton & Church, local fire and casualty 
agency of Boston, and Connecticut Mu- 
tual Life, before joining the company 
in the planning department last July. 





Pan-American Life’s 
101 Club Writes $43 Million 


Members of Pan-American Life’s 
101 Club, the company’s 101 top pro- 
ducers, wrote more than $43 million of 
paid-for business during 1954. The 
first two members were producers of 
$1 million or more and the average 
a the entire membership was $426,- 


Colonial’s 1954 Life 
Sales Hit New Peak 


Total new life sales of Colonial Life 
rose to a new high of $62,371,600 in 
1954, a gain of 25% over the previous 
year. Insurance in force increased to 
more than $355 million. 





Prudential Raises Cooley 


Prudential has promoted E. F. 
Cooley, formerly associate director of 
methods research, to director of met- 
hods research. He joined the company 
in 1931 and was the first manager of 


the methods division when it was es- 
tablished in 1940. During the war he 
assisted the late Franklin D’Olier, 
former president of Prudential, in the 
strategic bombing survey for the army 
air force. 


Names Husband-Wife Team 


Protective Life of Alabama has ap- 
pointed David T. Cooper general agent 
at Jacksonville, Fla. Mrs. Cooper will 
be associated with him. Both formerly 
were with Carolina Life at Jackson- 
ville. Mr. Cooper was district manager 
there for 15 years, and Mrs. Cooper 
was a staff manager for three years. 











A Timely Message from 
TULLY D. BLAIR, 


Chairman of the Board, 
Security Life and Trust Co., Winston-Salem, N. C. 


Thank You for Helping Security 
Achieve the “Impossible” 


In 1954, Security Life and Trust Company passed 
the HALF-BILLION DOLLAR Mark of life insurance 
in force .. . a total that only 10% of all life insur- 


ance companies have reached. 


"Impossible?" Such a goal seemed impossible 
back in 1920 when Security started in business. It 
even looked so five years ago when the insurance in 
force totaled 232 million dollars. And yet, in 5 years 
Security’s insurance in force has more than doubled 
. .. an unprecedented achievement. 


Now that Security has accomplished what 
seemed impossible, we are more grateful than 
proud .. . grateful for the combination of people 
and circumstances responsible for this unusual prog- 
ress. So, we say “Thanks!” 

Thanks to our friends and policyowners for 
their confidence and loyalty. Thousands availed 
themselves of Security’s maximum protection at min- 
imum net cost individual policies, complete Group 
Coverage and Home Protection Plan. Your support 
greatly helped in this growth and development, as 
well as in the maintenance of a prominent position 
among all Life Insurance Companies from the stand- 
point of management and financial stability. Of the 
more than 877 companies doing business in the 
United States and Canada, Security is one of the 
78 long enjoying unqualified recommendation by 
an independent analyst of life insurance companies. 





Thanks to our representatives for their loyal 
co-operation. Through able and intelligent sales 
planning in a highly competitive field, Security Rep- 
resentatives enabled the Company to show remark- 
able progress. In 1953, Security recorded a greater 
net gain of ordinary life insurance in force in its 
home state of North Carolina than any of the other 
102 companies operating there. 

Thanks to Industry in the Southeast for sound 
and healthy progress. As industry provided greater 
income for more people, more families were able to 
achieve greater financial independence through ade- 
quate life insurance coverage. 

Thanks to all the citizens in the Southeast who 
have fostered industrial growth. Your ambition 
and energy have helped this section of the country 
surpass all others in expanding old and attracting 
new industries. This progressive spirit is one of the 
reasons Security Life and Trust Company is paying 
4% compound interest on dividends left to accu- 
mulate. 

Thanks to America for encouraging free enter- 
prise. This has made it possible for the humblest 
individual, as well as small and large firms, to pro- 
gress as far as initiative, imagination and industry 
permit. 





CHAIRMAN OF THE BOARD 


f\ SECURITY LIFE | 4 
} And Trust Company 


HOME OFFICE + WINSTON-SALEM, N. C. | 








General Agency Openings for Qualified Men in Southeastern States 


COMPANY EXPANDING AGGRESSIVELY WITH THE SOU 
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Lincoln National 
Adds Major Medical, 
Hospital & Surgical 


A new major medical expense and 
a select hospital and surgical policy 
have been added by Lincoln National 
Life to its line of A&H insurance. The 
policies pay benefits over deductible 
amounts, with the major medica! pro- 
viding catastrophic coverage. 

In entering the relatively new field 
of deductible policies for catastrophe 
insurance, the company has made 
available three plans of major medical, 
paying maximum benefit amounts of 
$5,000, $7,500, and $10,000, with de- 
ductible amounts of $250, $500, and 
$750 respectively. All three are issued 
with a $15 or $25 limit on hospital 
room and board. 

The principal features of the major 
medical policy are: benefits may be 
paid for as long as three years for each 
accident or illness; hospitalization is 
not required to receive benefits; under 
certain conditions there is provision 
for a reduced deductible amount when 
more than one accident or illness 
strikes within a 12 month period. The 
major medical will be written from 
ages 18 to 58, and is terminated for 
adults at age 65. 

The select hospital and surgical 
policy employs the deductible idea to 
reduce premiums while enlarging ben- 
efits for special charges. Essentially 
two plans are available, one with a 


$50 deductible amount and the other 
with $100 deductible. The deductible 
amount is applied to the aggregate of 
all eligible medical expenses payable 
under the policy and any riders and 
is applied to each accidental injury or 
sickness. The policy will be written 
from ages 18 to 75 and has no auto- 
matic termination age for adults. 

Both the major medical and the de- 
ductible hospital policies are written 
on an individual or a family basis. Un- 
der the family plan, children will be 
insured up to age 17. 


Tells How N. Y. Looks 


at Mail-Order Insurers 


Although the New York insurance 
department does not indulge in blan- 
ket condemnations of unlicensed in- 
surers which resort to mail and radio 
advertising, the department’s com- 
plaint bureau advises New York citi- 
zens that it is to their advantage to 
deal with companies licensed in the 
state, according to Solomon Bendet, 
assistant chief of the bureau. 

In an address to department ex- 
aminers at a training session, Mr. 
Bendet said the bureau scrutinizes the 
background of every incorporator or 
director of newly organized companies 
that seek licenses in New York. 








Heads New Conn. General Office 

Connecticut General has appointed 
Robert A. Staples head of a new dis- 
trict office at 26 Park place, Morris- 
town, N. J. With the company more 
than 10 years, he has served at Boston, 
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Leavey Says Cal. 
UCD Opinion Backs 
Views of Insurers 


The recent California attorney-gen- 
eral’s opinion holding the so-called ex- 
tended liability account arrangement 
provided in the state UCD to be eon- 
stitutional, was described by H. Harold 
Leavey, vice-president and _ general 
counsel of California-Western States 
Life, as following the position consis- 
tently contended by private insurers. 

Calling the UCD act highly ex- 
perimental, Mr. Leavey said part of 
the experiment surrounds handling of 
the claims of the disabled unemployed. 
The attorney-general held that inter- 
est on funds collected from all workers 
in 1944 and 1945 can be counted in the 
formula, along with a limited assess- 
ment on both private insurers and the 
state fund. The opinion holds the ar- 
rangement to be constitutionally prop- 
er. 

The attorney-general suggested that 
studies be conducted as to the equi- 
table operation of the plan, and Mr. 
Leavey pointed out a similar sugges- 
tion was made to the assembly interim 
committee on finance and insurance by 
Dr. M. T. Wermel, consulting actuarv 
of the department of employment. 

The opinion grew out of a demand 
by the state department of finance, 
and some of its auditors. on a sugges- 
tion that a gift of public monies might 
be entailed in the legislative arrange- 
ment. Mr. Leavey asserted that this er- 
roneous attitude has been fostered by 
some department of employment per- 
sonnel in an attempt to convert the 
state disability act into a state mon- 
opoly. He contends the attorney-gen- 
eral’s opinion strikes down this notion. 
and in effect holds that the subject is 
a proper one for legislative action if 
the formula, after adequate factual re- 
view, seems to be inadequate either as 
applied to the state fund or to private 
insurers. 

The attorney-general’s opinion also 
holds that the original “kitty” set up 
by the legislature in 1946 on passage 
of the UCD act involved such com- 
plexities that he is not able to advise 
as to whether the money can be used 
only for disability insurance or wheth- 
er it also may be used for unemploy- 
ment insurance. 

The attorney-general suggests clari- 
fying legislation be adopted. Since $103 
million, plus approximately $18 mil- 
lion of interest, is involved, the opin- 
ion is being reviewed with great in- 
terest. 

The opinion comes as one in devel- 
oping series of actions in which pri- 
vate insurers are fighting a continu- 
ously difficult battle with the state 
fund. The latter does not pay any tax- 
es nor have any acquisition costs. Rep- 
resentatives of private insurers point 
out these two items alone represent an 
outlav of 13% or ‘more of their total 
premiums. 

Recently California federation of la- 
bor asked that benefits under the act 
be increased to $50 a week for all 
groups. The original benefits were $20 
per week. The premium has not been 
increased over the original 1% on the 
first $3,000 of wages. 





Honored at ‘This Is Your Life’ Party 

Mrs. Milton Weintraub, whose hus- 
band is manager for Prudential at 
Pittsburgh, was guest of honor at a 
“This Is Your Life” party there. Mrs. 
Weintraub, a former model, had ar- 











ranged the same kind of party for her 
husband and had spent a month writ- 
ing to his old friends. She did not 
know until the party was under way 
that the tables had been turned and 
that it was her life that was being 
portrayed. 


Pru Promotes Plumb 


at Jacksonville 


John J. Plumb has been named ex. 
ecutive director of agencies by Pru. 
dential at its south-central home of. 
fice at Jacksonville, Fla. He will have 
over-all responsibility for the region’s 
ordinary agencies operations, group 
sales and service, and A&S sales and 
service as well as agency services of 
both. district and ordinary agencies 
including advertising and sales 
motion, public relations, field train. 
ing, agencies research and adminis. 
tration and field planning and confer. 
ence and travel functions. 

He joined Prudential at Newark in 
1938, later he became associate direc. 
tor of field training, and in 1952, di- 
rector of field training. He has been 
director of agencies at Jacksonville. 








Deaths in Catastrophes Dip 


Although more than 1,200 lives were 
lost in catastrophes (accidents killing 
five or more) last year, this figure was 
one-third less than the one recorded 
in 1953 and the smallest in five years, 
statisticians of Metropolitan Life re- 
port. Hurricane Hazel, the worst single 
disaster, accounted for about 100 
deaths, while her sister, Carol, killed 
68. Two major air disasters, at Rapid 
City, Ia., and Idlewild airport, New 
York, took 26 lives each. 

While the storms claimed more vic- 
tims last year than at any other time 
since 1938, tornadoes, which killed 
about 475 in 1953, took comparatively 
few lives. 


Would Aid Health Assns. 


Federal assistance to voluntary, non- 
profit health insurance associations is 
proposed in bills introduced in Con- 
gress by Reps. Wolverton of New Jer- 
sey and Scott of Pennsylvania. A Wol- 
verton bill would create a_ federal 
health reinsurance corporation to rein- 
sure health service contracts. An as- 
sociation issuing contracts providing 
for cash benefits would not be able to 
participate in the program. 








Mass. Mutual Shifts F. R. Benton 
Frank R. Benton, formerly district 
group representative at Kansas City 
for Massachusetts Mutual, has been 
appointed to a similar position at Min- 
neapolis. He will service agencies in 
Minneapolis, St. Paul, Des Moines, 
Sioux City, Lincoln, Omaha and Far- 
go. 
ES SES Sa STEN 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 
The Whole Family 





Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


L. J. BAYLEY 
Secretary 


€. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 
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Jackson, Crane Retire 
from National of Vt. 


Two veteran officers of National 
Life of Vermont, Henry H. Jackson, a 
yice-president, and Charles E. Crane, 
assistant to the president, are retiring. 

Mr. Jackson is a member of five 
company committees including the 
finance and the selection of life risks 
committees. He is especially known in 





Charles E. Crane 


Henry H. Jackson 


the actuarial field. Mr. Crane, who 
has been with the company nearly 25 
years is a specialist in publicity, pub- 
lic relations and advertising. 

Mr. Jackson joined National Life’s 
staff as a clerk in the actuarial de- 
partment in 1918. He attained fellow- 
ship by examination in Actuarial So- 
ciety of America and American Insti- 
tute of Actuaries, now merged as So- 
ciety of Actuaries, and Casualty Ac- 
tuarial Society. He became assistant 
actuary of the company and, in 1925, 
associate actuary. He was elected ac- 
tuary in 1929 and promoted to vice- 
president and actuary in 1943. He has 
devoted most of his time to duties as 
vice-president and as a member of the 
finance and selection committees since 
1950. 

He was president, for two years, of 
Society of Actuaries and later was a 
member of the board of governors of 
American Institute of Actuaries, a 
member of Council of Actuarial Soci- 
ety of America and president of 
Home Office Life Underwriters Assn. 
He attended two sessions of Interna- 
tional Congress of Actuaries, in Lon- 
don in 1927 and in Paris in 1937. In 
1948 he was the company representa- 
tive at the centenary assembly of 
Institute of Actuaries in London. He 
has been an active member of Senior 
Actuaries Club nearly 20 years. 

Mr. Jackson has written numerous 
papers and articles for actuarial pub- 
lications and in celebration of the 
company’s centenary in 1950, he col- 
lected a group of papers published 
under the title of Fragments. 

Mr. Crane joined National Life as 
the first director of publicity in 1932. 
He previously had been with the As- 
sociated Press at Boston, New York 
City and Pittsburgh. 

He is known as an author and 
humorist and has written two books 
about Vermont. Currently he is writ- 
ing a column in Vermont newspapers 
titled Made in Vermont, under the 
auspices of Associated Industries of 
Vermont. In recent years he has pre- 
pared anniversary booklets, the two 
most recent were for Peoples National 
Bank of Barre, Vt., and Vermont Mu- 
tual Fire. 





Farmers & Traders to Mutualize 


Farmers & Traders Life of Syracuse 
has voted to convert from a stock to a 
mutual company and to write on par- 
ticipating basis. The 520 shareholders 
will receive $1,000 for each $100 par 
value share held, with payments spread 
over ensuing years. Interest will be 
paid on unpaid balances. Initial pay- 


ment will be $200 a share. 

Insurance in force at the end of 1953 
was $137,619,763, assets were $32,087,- 
010, surplus was $465,311 and capital 
was $300,000. 


Zumbrook Joins W. A. Alexander 


Ray K. Zumbrook has joined W. A. 
Alexander & Co. agency of Chicago as 
director of group sales. He has been 
with Marsh & McLennan for four 
years. He will work with brokers in 
selling and servicing all group lines, 
including life, pension, and hospitali- 
zation. 


Electrical Union Buys 
Amer. Standard, D. C. 


International Brotherhood of Elec- 
trical Workers (AFL) has purchased 
the majority stock interest in Ameri- 
can Standard Life of Washington, D. 
C., as a pension fund investment for 
the union, whose president is J. Scott 
Milne. 

At the last stockholders meeting the 
company which is a legal reserve stock 
life company incorporated in 1924, 
elected the following officers: Presi- 
dent, Oliver M. Walker; vice-presi- 


dent, W. Laird Dunlop, III, treasurer, 
R. W. Hatch; secretary, Dudley S. 
Knox. William F. Kelly and Bernar- 
dine Quinn were named assistant sec- 
retary-treasurers. Mr. Milne is one of 
the nine directors. 





Pilet New Orleans Manager 


Acacia Mutual Life has appointed 
Albert J. Pilet, formerly recruiting and 
training manager at New Orleans, 
manager there, succeeding Vincent F. 
Fansler, who recently became assis- 
tant manager at Baltimore. Mr. Pilet 
entered the business in 1951. 
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THE LEADERS ADVERTISE 


It is a significant fact that, the leading and largest companies 
are consistent advertisers. Having the largest premium income, 
the most assets, the largest agency organizations (in fact the 
“most” of everything) these companies nevertheless carry on 
regular and well planned advertising programs in season and out. 


The group of companies to which we are referring comprises 
the recognized leaders. They wield the most influence and have 


the greatest prestige. Their standing and importance are un- 


If any group of companies could ‘“‘get along” without adver- 
tising, this should be it. In times of recession or economy these 
are the companies that might say, ““We don’t need it.” 


But they never do. They have learned the wisdom, importance 
and necessity of continuing advertising. They have no “I suppose 
we ought to do it” attitude. They spend their advertising money 
carefully. They know what they are doing. They are not the 


leaders by accident. 


It is gratifying for us to be able to say that these companies 
always include The National Underwriter in their insurance 
trade paper advertising campaigns. We are usually at the top 
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R. M. Brown Elected 
V-P: Other N. Y. Life 


Promotions Made 


New York Life has elected R. Man- 
ning Brown Jr., vice-president of the 
real estate and mortgage loan depart- 
ment. He will assume direction of the 
department later in the year, when 
Vice-president Charles R. Van Anden 
retires. 

In the same department George S. 
Murray was advanced to 2nd vice- 
president, Edward C. Rose Jr. to 
assistant vice-president, Richard W. 
Baker Jr. and James E. Woodruff to 
executive assistants and John F. Regan 
and H. Paul Jones to supervisors of 
field operations. 

Earl M. MacRae was appointed 2nd 
vice-president and Ralph H. Bowles 
was appointed assistant vice-president 
in the life underwriting department. 

Arthur M. Browning was appointed 
2nd vice-president in the group de- 
partment. 

Mr. Brown, formerly with General 
Motors Acceptance Corp., joined New 
York Life in 1951 as an assistant vice- 


from 





New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 
The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘*Redistribution’’ commission scale. 





A WELL-BALANCED COMPANY 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 


president. He has been a 2nd vice- pany in 1928 and has had mortgage 
president since 1953. loan field experience at Kansas City, 
Mr. Van Anden, vice-president since Los Angeles and Atlanta. Mr. Jones, 
1948, joined the company in 1935. who joined in 1935, served at Greens- 
Mr. Murray, an assistant vice-presi- boro, N.C., Philadelphia and Chicago, 
dent since 1948, joined New York Life becoming regional supervisor of the 
in 1911 in the real estate department. north Atlantic states in 1951. 


Mr. MacRae was with Great-West 
Mutual of N. Y. Adds 


Life from 1928 to 1937, when he went 
Four New Contracts 


with Occidental of California, be- 
coming actuary in 1948. He joined New 

Mutual of New York has added 
four new policies to its line of con- 


York Life as an assistant vice-presi- 
dent in 1953. He is a fellow of Society 
tracts: 
1. A $10,000-minimum “executive” 


of Actuaries. 
Mr. Browning joined Equitable So- 
ciety in 1933 and New York Life in 
1950. He has been assistant vice-presi- three-year modified life policy. It 
_ eet ste ee in the starts with a low initial premium, steps 
8 oa “i eae ‘te en supervisor of up to a somewhat higher premium af- 
field operations, specializing in com- ter three years, and later —_ ae con- 
mercial and industrial mortgages and verted at specific dates to ted pay- 
loans. Mr. Bowles, chief underwriter ment or endowment plans | if the 
in the life underwriting department a . ee Se bw 
since 1952, joined the company in 1924. chamae. The péliey is eieaed diveaiy 
at the executive, business and profes- 
sional markets, where a permanent 
plan of insurance is wanted at the out- 


Mr. Baker, formerly with Mutual of 
New York, joined New York Life in 

set. It provides protection for the fam- 
ily at a lower premium during the 


1954. Mr. Woodruff has been with the 
early years when protection is needed 


company since 1923. Mr. Regan, as- 
most. And it provides continuing in- 


sistant field supervisor in the home 
office since 1953, started with the com- 

come to the policyholder himself in 
later years. 


| 2. A  $10,000-minimum five-year 





term policy, convertible but not re- 
newable. Designed for temporary low- 
cost protection for the young business 
or professional man just getting started 
and for business situations, the policy 
calls for lower premiums in the first 
two years. The cost in the last three 
years is expected to be reduced by div- 
idends payable during that period. The 
policy can be converted to a permanent 
plan at any time during the five-year 
period without a physical examination. 

3. A $5,000-minimum level-premium 
“flexible whole life” policy, paid up at 
age 90, which may be changed to lim- 
ited payment or endowment plans. The 
policy is designed for middle-income 
families. It has features similar to No. 
1, but in a smaller package. 

4. A protective endowment policy, 
maturing at age 90, for amounts under 
$5,000, in which the company automat- 
ically includes a double indemnity 
benefit in most cases. 

Commenting on the new policies, 
President L. W. Dawson said that “they 
comprise entirely new classes of busi- 
ness, which differ from existing classes 
in such things as form of coverage, 
policy provisions, standards of selec- 
tion, and minimum average size.” 

Colored slide films and transcribed 
recordings, dramatizing Mutual’s 1955 
“streamlined” insurance program, were 
viewed and heard simultaneously Mon- 
day by more than 3,000 field repre- 
sentatives meeting with their agency 
managers in nearly 100 key cities 
throughout the United States and Can- 
ada. 

The colored slides also illustrated 
transcribed talks by President Dawson, 


The 
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\. JEFFERSON NATIONAL 





Executive vice-president Roger Hull 
and Vice-president Stanton G. Hale, 
which covered details of the new pol- 
icies and methods of merchandising 
them. 

Besides the new plans, improvements 
in the 1955 program include more lib- 
eral options, lower waiver of premium 
rates, availability over a broad range 
of ages, and availability of the new 
policies to rated as well as standard 
risks. 


COMPLETE 





e Twenty-one Great National Life 
agents have qualified for their com- 
pany’s Presidents Club meeting Feb. 


INDIANAPOLIS 3-4 in New Orleans. 


Berkshire to Issue 
Non-Can: Broadens 
Life Policy Line 


Berkshire Life will start issuing non- 
can and guaranteed renewable disabilj-. 
ty Feb. 1. It has been writing commer. 
cial A&H since 1950. 

The announcement was made at the 
company’s convention in Belleair, Fla, 

The new policies are non-cancellable 
and guaranteed renewable to age 65, 
They may be written for maximum 
indemnity periods of 12, 24, 60 or 120 
months. 

Lifetime accident benefits are op. 
tional for any of these plans. The 12 
and 24 month policies have elimination 
periods of 7, 14 or 30 days. The 60 and 
120 month contracts have 30, 60 or 90 
day elimination periods. First-day ac. 
cident benefits may be provided on all 
forms. The policy is incontestable after 
two years. It does not require house 
confinement, is non-prorating and non- 
aggregate. Berkshire continues to use 
its present occupational classifications, 
offering the non-can coverage in 
classes A to F, inclusive. 


A new ordinary life line was made | 


available by the addition of a life paid 
up at 90. Special minimums and un- 
derwriting standards for the present 
preferred life and endowment at 85 
policies were also announced. 

Substantial cuts in disability waiver 
rates and double indemnity rates are 
effective Feb. 1. Lowered substandard 
rates are being put into effect. 


President W. Rankin Furey and other | 


officers presented other sales program 
plans. 

A colorful new A&H sales kit on 
both non-can and commercial A&H 
was shown. 


N. Y. Life Sales 
of Individual Life 
Total $1,488,887,700 


New York Life sold $1,488,887,700 
in individual life policies in 1954, ex- 
ceeding by 39% the 1953 total of $1,- 
066,118,200. Last year’s volume repre- 
sented sale of 253,495 new individual 
policies. Both volume and number of 
policies set new records. 


A total of 602 group contracts, rep- 
resenting $365,546,042, were sold last 
year, compared with 535 contracts for 
$147,185,822 in 1953. Group A&H con- 
tracts sold in 1954 numbered 584. 
Their yearly premiums were $8,529,- 
810, compared with $7,855,352 in the 
previous year. Personal A&H sold to- 
taled $1,821,000 in yearly premiums, 
compared with $2,209,000 in 1953. 


Draft Mo. Qualification Bill 


The draft of a proposed life agents’ 
qualification bill, being sponsored by 
Missouri Assn. of Life Underwriters, 
has been prepared for early submission 
to the general assembly. 

The bill is not designed as a new li- 
cense law but as a qualification meas- 
ure for those to be licensed in the fu- 
ture. New applicants would be re- 
quired to pass a department examina- 
tion indicating a reasonable knowledge 
of life and disability policies and state 
insurance laws. Present life agents 
would not be required to take an ex- 
amination. 

The holder of a license would be 
subject to penalties now provided by 
law for misrepresentation or rebate, 
and the bill also would strengthen the 
department so that laws prot 
buyers could be more adequately ad- 
ministered. 
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N.Y. Life Group Sales 
$1 Million a Day in ‘54 


New York Life sold $1 million worth 
of new group life for everyday of 1954 
for a new record, according to Ervin C. 
Jones in a report at the recent com- 
pany sales conference at Belleair, Fla. 

Total group life volume for the year 
was $365,564,042. Estimated annual 
premium for the year reached $12,- 
310,026, compared with $10,657,774. 

At the sales conference panel dis- 
cussions were held on major medical, 
group creditors, group life with paid- 
up values, association cases, trusteed 
plans, group annuities and basic group- 
coverages. 

Officials who attended were De- 
vereux C. Josephs, chairman, who re- 
ported on company progress and new 
objectives; Dudley Dowell, executive 
vice-president, who reported that a 
combined total of $1,854,451,000 of life 
was sold by the ordinary and group 
departments of the company; and Wen- 
dell Milliman, vice-president in charge 
of group, who gave the management 
report. 

Excellence awards were presented to 
11 men and production awards were 
given five regional and district man- 
agers. 


Chadeayne, Others, Raised 
by General American Life 


Henry F. Chadeayne, comptroller of 
General American Life since 1945, has 
been named treasurer. He succeeds 
Charles H. Hempel, treasurer of Gen- 
eral American since it was founded, 
and an associate of the company and 
its predecessor for 46 years. 

Mr. Chadeayne entered insurance in 
1926 as manager of the administration 
department of General American’s 
predecessor company. He became 
General American’s first secretary in 
1934 and subsequently served as per- 
sonnel director and 2nd vice-president. 
A former director of LOMA, he has 
addressed several meetings of that 
organization and of American Life 
Convention. 

Victor F. Bachle has been named 
acting comptroller in charge of the 
accounting division. He has been with 
the company and its predecessor since 
1922, and manager of the investment 
accounting department since 1930. 
Burt Fehlig, who started with Gen- 
eral American in 1931, will serve as 
acting manager of the investment ac- 
counting department. 

Frederick Rodefeld has been pro- 
moted to acting manager of the ordi- 
nary life claim department. He has 
been with the company since 1924. He 
replaces Patrick J. O’Connor who re- 
tired after 47 years with the company 
and its predecessor, the longest ser- 
vice record of any company associate. 
Mr. O’Connor was president of Inter- 
national Claim Assn. in 1940. 





Great Southern Appoints 
Dr. Dinkler Medical Chief 


Dr. Fred Dinkler has been appoint- 
ed medica} director of Great Southern 
Life succeeding Dr. F. Ray Black who 
is resuming private practice at Hunts- 
ville, Tex. 

A University of Oklahoma graduate, 
Dr. Dinkler has been in private prac- 
tice at Whitewright, Tex. Earlier he 
had served as a ship’s surgeon with 
United Fruit Co., as director of the 
Sweetwater unit for the Texas state 
health department and with the army 
where he was chief of the anesthesia 
section of the U.S.A.F. General hospi- 
tal, Anchorage, Alaska. 


Bills Aimed at Easing Tax Bite 
WASHINGTON—Bills introduced 
by Rep. Coudert of New York would 
ow an income tax deduction for 
Premiums paid in annuity and life 
contracts provided the premiums do 





not exceed 15% of adjusted gross in- 
come, and would permit postpone- 
ment of income tax with respect to 
a portion of earned net income paid 
to a restricted retirement fund. 


Szwed Wins Acacia Mutual 


Honor Club Presidency 


Walter F. Szwed of Detroit as Aca- 
cia Mutual Life’s top producer in 1954 
has qualified for president of its honor 
organization, the William Montgomery 
Quality Club. Last year Mr. Szwed 
paid for a total of $1,319,000 with 87% 
persistency. This is the second year 
he has earned the honor, and the 
fourth time in a row he has paid for 
more than $1 million in a year. 

Vice-presidents, and their 1954 pro- 
duction and persistency, respectively, 
are: Leslie H. Warshell, Chicago, $1,- 
207,000, 94%; Richard A. Hilliard, 
Norfolk, $854,000, 98%; William D. 
Shelby, Louisville, $815,000, 92%; 
Sidney Michaels, Los Angeles, $803,- 
000, 91%. 








e Sam Farber, who has been broker- 
age manager in the Henderson agency 
of the Prudential at San Francisco, 
has resigned to become assistant gen- 
eral agent in the Keller agency of the 
Lincoln National. 


48 Life Companies 
Have Billion in Force 


The 1955 list of life insurance com- 
panies will show two additional com- 
panies with more than billion of life 
insurance in force, making 48 U.S. 
life companies in this category, accord- 
ing to the institute of Life Insurance. 
Of these 48 companies, 11 are more 
than 100 years old. 

This year’s list will also include 21 
life companies under 30 years old 
among the 100 leaders in size. Seven 
are among the billion-dollar com- 
panies. 

Eighteen of the companies have 
stepped into the billion-in-force class 
in the past five years and 26 in the past 
18 years. The rapid gain in numbers 
of large companies has been aided both 
by the big growth in number of policy- 
holders and the rise in average amount 
of life insurance owned per policy- 
holder. In the past 10 years, the num- 
ber of policyholders has increased 23 
million, the number of policies owned 
has risen by 83 million and the aver- 
age amount of life insurance per 
policyholder is 75% larger. 

There are 16 life companies in the 


United States which are over 100 
years old today and 31 which are over 
75. The aggregate number of life in- 
surance companies in business in the 
U.S. today is nearing the 900 mark, 
nearly twice the number only 10 years 
ago. 





Hooper-Holmes Bureau 
Elects J. J. Wilson V-P 


James J. Wilson has been elected a 
vice-president of Hooper-Holmes Bu- 
reau. He has been with the organiza- 
tion since 1925, for the past 17 years 
in the sales department. In 1949 he was 
promoted to division sales manager for 
the metropolitan New York division. 
Before joining Hooper-Holmes, Mr. 
Wilson was with American Surety. He 
is a past-president of the bureau’s 
Quarter Century Club. 





Hourly Weather Reports to Hancock 

John Hancock’s weather light sig- 
nals on its Boston home office now are 
based on hourly reports received from 
Weather Services, Inc., located on the 
26th floor of the building. Until re- 
cently the reports came only every six 
hours. The signals predict what the 
— will be over a three-hour pe- 
riod. 



















And Now— 
MAJOR MEDICAL! 


Again, the Lincoln National man 
finds his prospect field enlarged by a 
new coverage. This time, it’s family 
group and individual Major Medical. 

Full lines of Life policies, Group 


plans, and Accident and Sickness cov- 


The 


erages are another reason for our 
proud claim that LNL is geared to 
help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


50th ANNIVERSARY — 1955 


Its Name Indicates 
Its Character 
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Pacific Mutual Makes 
H. O., Field Changes 


G. Kenneth Davis has been named 
manager of agency finance for Pacific 
Mutual Life. He joined the company 
in 1928, in 1943 being placed in charge 
of the payroll department. In 1947 he 
transferred to the agency department 
as staff assistant. 

Robert L. Molinar will be with Mr. 
Davis as assistant manager. 

Leo W. Horswell has been named 
regional representative to head the de- 
velopment of the group retirement and 
profit sharing plan division in the 
area served by the Los Angeles-San 
Diego and Phoenix group offices. The 
appointment follows closely upon that 
of Thomas W. Freeman, group retire- 
ment and profit sharing plan division 
regional representative for the Dallas 
area. With Pacific Mutual since 1950, 


Mr. Horswell was manager of the 
group office in Chicago and for three 
years has been concentrating on re- 
tirement profit sharing administration. 


Insurance R&R Promotes 
J. S. Bleecker Jr., P. S. Jaques 


John S. Bleecker Jr. and Paul S. 
Jaques have been named assistant 
vice-presidents of Insurance R.&R. 
For more than three years Messrs. 
Bleecker and Jaques have been direc- 
tors of sales training and_ special 
studies divisions, respectively. They 
will continue in these capacities in ad- 
dition to assuming new responsibilities. 

Robert H. Christy and J. B. Wel- 
chons, both lawyers, have been named 
associate editors of the advanced un- 
derwriting service. 


e Milwaukee Life Insurance & Trust 
Council at its January meeting heard 
a talk by W. B. Minahan, secretary of 
Northwestern Mutual. 
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ILLINOIS MUTUAL 
meets MODERN NEEDS 


A pioneer in Accident and Health Insur- 
. a leader today in designing pro- 








Have these four 
feature-packed, saleable 
Policies to offer Your 

















Clients: 
Pesteeiet cy opening 
available in: 
HMlinols Michigan 
lowa Missouri 
Colorado Ohio 
Florida Wisconsin 
E. A. McCord, 








“*The best in accident, sickness, and hespital insurance since 1910."" 


Major Medical Expense Policy 
Individual Accident & Health Schedule Policy 
Specific Disease Policy 


Indemnifying Hospital plus Surgical Expense Policy 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 


Maximum coverage $5,000, $7,500, $10,000 with 
respective deductibles of $500, $750, $1,000. 


Accidental loss of life, dismemberment, hospital, 
surgical and loss of time. 


Polio and 9 dread diseases. $5,000 each person— 
each disease covered. Cancer can be added. 


Pays amount of daily benefits purchased—regard- 


less of hospital bill. 


(non-assessable) 


Pres. C. C. Inman, Exec. Vice-Pres. 











Occidental, Cal., Opens 
New Unit, Has Changes 


Occidental Life of California has 
opened a group office in Boston with 
Joseph A. Hammond as regional man- 
ager. Mr. Hammond has been in the 
group field there since 1949 and joined 
the company last year for home office 
training. 

Reno D. Carter, senior claims ad- 
juster for the group division since 1953, 
has been named group service manager 
at the Detroit service office. Also John 
W. Smith has been named assistant 
group manager at Houston. He joined 
the company in 1952. 

Leo F. Drumm has been named su- 
pervisor at Philadelphia with Manager 
John H. Marvin. Mr. Drumm joined the 
company in 1952 and in 1953 qualified 
as one of the company’s top sales rep- 
resentatives. 





Travelers “Protection” 
Is 90 Years Old 


The Travelers Protection in Febru- 
ary will mark its 90th anniversary. 
The company magazine on its mast- 
head carries the description, “Ameri- 
ca’s oldest company magazine”. When 
it started out as the Traveler’s Record, 
the purpose was designated as partly 
for the use and benefit of agents scat- 
tered through the principal cities and 
towns of the U. S. and partly for the 
interest and profit of the people whom 
the company hoped would become in- 
sured. 


Bankers National Pays for 
Over $51 Million in 1954 


Bankers National’ s new  paid-for 
business in 1954 totaled $51,860,675, a 
net gain of $28,737,242. Assets in- 
creased to more than $51 million. The 
average size ordinary policy paid for 
last year was $6.617. Insurance in 
force rose to $282,873,684. 

The Goldstein agency at Hartford 
led for the third consecutive year with 
a production of nearly $6 million. Har- 
ry J. Baker, general agent at Boston, 
again was leading producer. 

Other individuals who paid for at 
least a million were George E. Parris, 
general agent at Philadelphia; Charles 
L. Patrone, Hyde Park, Mass., and 
Norman D. Kass, Medford, Mass. 


Healthy Gains for Pilot Life 


Payments to policyholders and ben- 
eficiaries of Pilot Life totaled $12.460.- 
360 in 1954. The increase of $2,089,623 
over the previous year brought pay- 
ments to more than $100 million. As- 
sets rose to $125.239,665, a gain of 
$15.206,435. Capital now stands at $19 
million, up $3.4 million. Insurance in 
force increased to more than $929 mil- 
lion, a gain of more than $179 million. 


Conn. Blue Cross Hike 


Connecticut Blue Cross has increased 
rates by $4, $2, and $1 for the three 
categories of the 300,000 members who 
make direct payments. Group members 
are not affected. For single subscribers 
the rate is up from $6.50 to $8.50 and 
for a member and spouse from $13 to 
$17. The increase for families is from 
$16 to $17. 


Joins Central National as V-P 

Horace P. Bromfield ‘has been 
elected financial vice-president of Cen- 
tral National and Central National Life 
of Omaha. He has been vice-president 
of Chemical Corn Exchange Bank of 
New York for 24 years. 








Commonwealth to Expand Home 
Commonwealth Life has purchased 
for $32,000 a four-story building ad- 
joining its home office in Louisville. 
The building will be used for addi- 
tional offices, records, and possibly 
for the company’s new 2%-ton elec- 





——— 


tric computer, which will require con. 
siderable space. 

President Morton Boyd said the 
purchase completes Commonwealth’s 
present program of real estate expan. 
sion. 


Travelers Stock Split 
Bills in Legislature 


Three bills on behalf of Travelers, 
which would make it possible for the 
company to make a 20-for-one stock 
split, have been introduced in the Con. 
necticut legislature. 

One bill, if passed, would allow the 
company to reduce par value of its 
stock from $100 to $5 by splitting the 
shares. It would also permit the com- 
pany to increase authorized capital 
from $50 million to $150 million, 
Another would allow Travelers to ac. 
quire stock of Travelers Life when and 
if it is organized. Travelers Life was 
chartered in 1939 with minimum capi- 
tal of $250,000 and $10 million: author. 
ized and has been kept alive by legis. 
lative action. The third bill provides 
for extension of Travelers’ charter 
another two years. 





Municipal of Chicago to 
Issue 20,000 Stock Shares 


Municipal of Chicago will issue 20, 
000 shares of $1 par value stock at $6 
per share. The issue is to be sold ex- 
clusively to residents of Illinois, and 
stockholders can purchase one share 
for every 10 owned before the sale is 
made public. : 


Rousseau Gets Coast Post 


John S. Rousseau has been named 
assistant manager of Ohio National 
Life’s Pacific Coast division, with 
headquarters at San Francisco. He will 
assist H. M. Ward in the territory that 
includes Washington, Oregon, Nevada 
and California. 

Mr. Rousseau has an extensive in- 
surance background and has attended 
the Purdue course. 


Best Year for Phila. Life 


Philadelphia Life’s paid for business 
rose 20% over 1953, insurance in force 
increased 14% to $242 million and to- 
tal assets rose 10%, making 1954 the 
company’s best year on record. Total 
business in force has more than dou- 
bled within five years. 








Names Maislin at Houston 

Raymond S. Maislin has been named 
supervisor of the Houston general 
agency of John Hancock. He has been 
in insurance in Houston four years 
and holds the national quality award 
of Houston Assn. of Life Underwrit- 
ers. 


Equitable, Ia., Ups Discount Rate 

Equitable Life of Iowa has in- 
creased to 24%% the discount rate on 
premiums paid in advance. Interest 
on funds left with the company will 
continue at 3% unless the contractual 
rate is higher. 


Named to Great West Board 

Great-West Life has appointed 
George T. Richardson of Winnipeg to 
the board, succeeding the late N. J. 
Breen. Mr. Richardson is an execu- 
tive of grain and investment com- 
panies. 


Writes Rated Term to Table F 

Lincoln National Life now will 
write substandard convertible non- 
renewable term policies up to table F. 
The previous maximum rating for 
which this coverage would be written 
was table C. 














McLeod Made Agency V-P 

Northwestern Life of Seattle has 
promoted Phil M. McLeod from super- 
intendent of agencies to. agency vice- 
president. 








jonuary 2 
—— 


Frank 
6224 


During | 
the greate: 
history W! 
lion in for 
insurance 
319. Anni 
released SI 
ordinary | 
crease of § 
year. : 

In his r 
E. Becker, 
tainment 
next goal 
in force V 


early nex 


after the 


> jion.” 


Assets i 
tal of $2! 
creased | 
Premium 
payments 
ficiaries | 

Sixty-s 
million i 
the Phila 
ing natiol 


' net paid } 
| regional 

| life and c 
| lion Doll 
| sonal pr¢ 


| New Si 
| Okla. I 


OKLA] 
ruff, an 
been apr 
retary of 
succeeds 
Woodruf 
versity 0 
board he 
the new 
fire mar: 


Bill We 
Mail S 


To ass 
laws on 
ment to 
prohibit 
such lav 
House. 

The < 
fine or 
than 10 
the code 
every | 
pamphl 
ing sale 
insurer 
be cons 





consisti 
assigne: 
serving 


Discus 


Confer 


Says | 
Leon 





tee 


jnuary 28, 1955 


LIFE INSURANCE EDITION 


11 





Franklin Life Makes 
6224 Million ‘54 Gain 


During 1954 Franklin Life recorded 
the greatest 12 months in its 71-year 
history with a net gain of $224 mil- 
lion in force. At the close of the year 
insurance in force totaled $1,755,297,- 
319. Annual statement figures just 
released show that Franklin new paid 
ordinary totaled $399,620,754, an in- 
crease of $34 million over the previous 

r. 

— his report to policyowners, Chas. 
E. Becker, president, stated, “This at- 
tainment brings into sharp focus our 
next goal of two billion of insurance 
in force which we anticipate reaching 





‘early next year—less than five years 
' after the attainment of our first bil- 


‘ lion.” 


Assets increased $38,347,986 to a to- 
tal of $291,017,810. Surplus funds in- 
creased by $5,250,000 to $26,250,000. 
Premium income was $5,6614,902.03, 
payments to policyowners and bene- 
ficiaries $15,677,349.23. 

Sixty-seven agencies exceeded $1 
million in net paid production, with 
the Philadelphia division again lead- 
ing nationally with almost $20 million 


' net paid volume. Emmette E. Biscamp, 
| regional manager, Beaumont, Tex., a 
| life and qualifying member of the Mil- 
| lion Dollar Round Table, led in per- 


| sonal production. 
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| New Secretary Named to 


Okla. Insurance Board 
OKLAHOMA CITY—Louis V. Wood- 


ruff, an attorney of Kingfisher, has 
| been appointed by Gov. Gary as sec- 
| retary of the state insurance board. He 


succeeds Fred Albert as of Feb. 1. Mr. 
Woodruff is a law graduate of the Uni- 
versity of Oklahoma. On the insurance 
board he will work with Joe B. Hunt, 
the new commissioner, and the state 
fire marshal. 


Bill Would Prohibit 


Mail Solicitation 


To assist in the enforcement of state 
laws on licensing insurers, an amend- 
ment to the U. S. code which would 
prohibit the use of the mails to evade 
such laws has been introduced in the 
House. 

The amendment calls for a $5,000 
fine or imprisonment for not more 
than 10 years, or both, for violation of 
the code. The code would require that 
every letter, circular, postal card or 
pamphlet addressed to a state prohibit- 
ing sales of insurance by mail by an 
insurer not licensed by the state would 
be considered non-mailable. 


Mayfield B.M.A. Manager 


W. W. Mayfield has been named 
manager at San Francisco for Business 
Men’s Assurance. He went with B.M.A. 
in 1936, was appointed district man- 
ager in 1947 and in 1952 assistant 
manager at San Francisco. J. P. Bald- 
win, vice-president, formerly manager 
at San Francisco will continue to su- 
pervise all west coast offices and serve 
as manager of the California office 
consisting of territory there not now 
assigned to the four branch offices 
Serving the state. 











Discusses Welfare Funds 


Jay V. Strong, vice-president of Wy- 
att Co., actuarial consultant of Wash- 
ington, D. C., spoke on _ welfare 
fund problems at the conference Jan. 
27 of National Industrial Relations 
Conference at Dayton, O. 


Says SS May Grow Out of Bounds 
Leonard A. McKinnon of McKinnon 





& Mooney agency of Flint, Mich., and 
president of International Assn. of 
A&H Underwriters, in addressing the 
Maryland association, stressed the high 
cost of social security, saying there is 
danger of it getting out of control and 
perhaps devouring life insurance. 


State Mutual Names Gates 
Manager at New Orleans 


Andrew L. Gates, formerly agency 
supervisor at New Orleans for New 
England Mutual, 
has been ap- 
pointed manager 
there for State 
Mutual Life. New 
offices have been 
established in the 
Pere Marquette 
building. Charles 
P. Carriere Jr., 
State Mutual gen- 
eral agent in Lou- 
isiana for the past 
year, has resigned 
but will continue 
with the compa- 
ny. Mr. Gates en- 
tered the business with American Na- 
tional in 1949 and went with New 
England Mutual in 1952. 








Andrew L. Gates 





Insurers Appeal Ala. 


Slaying Damage Case 


National Life & Accident of Nash- 
ville, Southern Life & Health of Bir- 
mingham and Liberty National of Bir- 
mingham have appealed to Alabama 
supreme court from a $75,000 damage 
award to parents of a baby girl whose 
poison death was blamed on insurance 
policies taken out on her life by her 
aunt, Mrs. Earle Dennison, who was 
convicted of her murder. 

A circuit court at Wetumpka, Ala., 
returned a judgment against the insur- 
ers. The insurers argued that the pol- 
icies had nothing to do with the child’s 
death and that they were written in 
good faith. The parents, Mr. and Mrs. 
O. G. Weldon, claimed that Mrs. Den- 
nison had no insurable interest in the 
child and that the issuance of the pol- 
icies was responsible for the death. 





Ohio State Honors Agency 


Wayne L. Lewis, general agent for 
Ohio State Life at Columbus, has been 
awarded the company’s agency build- 
er’s plaque, which is awarded each 
year to the agency showing the greatest 
progress. The agency was 1954 volume 
leader. Also recognized for their pro- 
duction and leadership were Jacob A. 
Shawan and Dewey A. Sheidler, both 
of the agency, the former for the larg- 
est volume and the latter for largest 
number of lives. On from the home of- 
fice at the presentation banquet were 
President Frederick E. Jones; Frank 
L. Barnes, lst vice-president, and agen- 
cy director and Howard W. Kraft, 
superintendent of agencies. 





Agent's Exam Bill in lowa 


DES MOINES, IA.—An se agent’s 
qualification bill has been filed in the 
Iowa legislature. It would require all 
new life agents to take a written ex- 
amination given. by the insurance de- 
partment. 





Baltimore Life Appoints Noggle 


Baltimore Life has appointed May- 
nard F. Noggle, staff superintendent at 
Lewistown, Pa., since 1953, manager of 
a new district at Harrisburg. He joined 
the company in 1949 at Carlisle, Pa. 





e Seattle Life Managers Assn. at its 
January meeting covered the first half 
of section eight on business manage- 
ment. Chairman for the month is Rob- 
ert G. Engel, Bankers Life of Iowa. 
Moderator was Ervine Marr of State 
Mutual. 


Annuitant Dies Too Soon: 
N. J. Legislature to Rescue 


The New Jersey legislature has 
adopted unanimously a bill to provide 
the full benefits of an annuity in the 
public employes’ retirement system of 
New Jersey to the widow of a state 
engineer who died only minutes too 
soon for his wife to collect. 

The appellate division of New Jersey 
at Trenton, in rejecting a suit brought 
by Mrs. Samuel Gordon of Chatham, 
had cited the clause in the system’s 
states which specifies that a benefic- 
iary is entitled to full proceeds of an 
annuity only if insured dies 30 days 
or more after retirement. 

“Gordon died 29 days, 21 hours and 
42 minutes after he retired and the 
court awarded his widow only what he 


himself paid into the annuity, which 
was $2,025. The bill, if signed by Gov. 
Meyner, would grant her $9,740. 

The 30-day clause, in the retirement 
system law since 1933, was placed 
there by the legislature to prevent 
death-bed requirements. The legisla- 
ture also has the power to alleviate any 
injustices resulting from administra- 
tion of the statutes. 





Insurance Center in Cleveland 

A $500,000 building is being built 
at 2827 Euclid avenue, Cleveland, 
which will house offices of Sun Life of 
Canada, John Hancock and National 
of Hartford. The two story steel and 
buff-colored brick building is a part 
of a $11 million office building pro- 
gram scheduled for the area, which 
has become something of an insurance 
center. 











Connecticut General 


What 
Puts Him Ahead 
in Group 
Insurance 2 

new concept which shows 


A an employer how to get his 
money’s worth out of his group 
insurance in improved employee 
attitude. 


A concept developed through 
research and experience in the 
field of employee relations. 


A concept which provides effec- 
tive methods to help employees 
better understand and appreciate 
group insurance. 


A concept which opens oppor- 
tunities for sales. 


Add this new concept to a com- 
plete line of products, flexible 
group insurance planning, and a 
claim service second to none. 


This puts the Connecticut Gen- 
eral group man far ahead. 


If you’d like help on any group 
problem, call the nearest office of 
Connecticut General. Or write to 
Connecticut General Life Insur- 
ance Company, Hartford. 








LONG TERM BANK LOANS < 
ARRANGED ON VESTED 
RENEWAL CONTRACTS 


tax probleme mey be simplified and savings e 
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U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Prancisce 4, Califernic 
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Fallacious Creditor Insurance Argument 


The latest move of Household Fi- 
nance Corp., world’s largest consumer 
finance company, in opposing the right 
of lenders to make any additional 
charge for creditor life or A&H in- 
surance beyond the limits of the state 
small-loan laws points up an interest- 
ing competitive situation. Household’s 
newest tactic is the distribution of 
reprints of an article by Wallace P. 
Mors, professor of finance at the 
Babson Institute of Business Admin- 
istration, entitled “Small Loan Laws 
and Credit Insurance.” The article 
appeared originally in the Insurance 
Law Journal for December. 

Household’s announcement, in dis- 
tributing the reprints to the insurance 
and consumer finance industries, con- 
tends that “the uniform small loan 
law was built around the fundamental 
philosophy that the lender is ade- 
quately compensated through one all- 
inclusive rate for all hazards of 
uncollectibility, including the death or 
disability of the borrower.” 

But there’s more to this point of 
“philosophy” than whether the legal 
rate is sufficient compensation for all 
hazards of uncollectibility—‘“including 
the death of disability of the borrower.” 
Uncollectibility due to the death or 
disability of the borrower does not 
mean, as might be inferred from a 
quick reading of Household’s state- 
ment, that if the borrower fails to 
make good because of death or dis- 
ability the lender takes its loss and 
writes off the debt as uncollectible. It 
means that if the lender, after re- 
possessing the merchandise or exhaust- 
ing all the other legal resources open 
to it, still can’t get its money back, it 
should figure that the small loan rate 
is high enough to compensate it for 
this relatively trivial source of loss. 

This is very different from an in- 
sured plan, under which the borrower’s 
unpaid installments are cancelled if he 
dies or is disabled. In other words, the 
small loan rate may protect the lender 
sufficiently in those situations where 
he can’t extract the balance due from 
the assets of a dead or disabled bor- 
rower but only insurance protects the 
borrower or his estate against a debt 
that can be an unexpected and very 
real hardship. 

Household recognizes this by pro- 
viding group coverage in its loan rate. 
A good many other loan companies do 
it by insisting that the borrower pay 
for group or individual coverage that 
will wipe out the debt in the event he 
should die or be disabled. The abuses 
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that have developed have been from 
lenders’ insistance on the buying of in- 
surance of types and at premiums 
obviously designed to add to the profit 
of the lender. Protection of the bor- 
rower is there, of course, but the way 
some—but by no means all—of these 
plans are drawn the borrowers’s pro- 
tection is clearly secondary to what 
the lender can make out of the insur- 
ance transaction. 

Viewed objectively, the difference 
in viewpoint looks like nothing more 
than price competition. Household, 
the giant in its field, can operate 
profitably on a smaller margin than 
most of its competitors. Household 
wants to include insurance protection 
for free in its loan rate. Most of the 
other finance companies do not. A 
good many lenders, including many 
banks, want to sweeten their profit by 
the commissions they make on the 
insurance they insist on borrowers 
buying. Offhand, it would seem that 
on something so lacking in special 
features, gimmicks and gadgets as 
coin of the realm it would not take 
long for borrowers to find out which 
lenders offered the best rates and the 
rest would have to meet the competi- 
tion or give up this kind of business. 

But while sympathizing with any 
organization that wants to give the 
public a better break on price, we still 
think there is a fallacy in Household’s 
statement that the philosophy of the 
small loan act conflicts with the 
making of a charge for insurance that 
would bring the total effective interest 
rate above the small loan act’s limit. 

As we already observed, the hazard 
of uncollectibility due to death or 
disability of the borrower is extremely 
small and is quite different from the 
hazard that the borrower will die or 
become disabled. Even without con- 
sidering that loans subject to the small 
loan act are usually made to people 
short on cash resources (or they 
wouldn’t be paying the comparatively 
steep rates on these loans), the re- 
payment experience in the small loan 
field is so good as to be little short of 
astounding. Non-repayments solely due 
to deaths and disability of borrowers 
are a small fraction of an infinitesimal 
percentage. 

It is this small fraction of an in- 
finitesimal percentage that is taken 
care of in the rate limit provided in the 
small loan act. It represents only the 
risk of loss of money that can’t be 
recouped through repossession or other 
types of legal recourse in situations 
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where the borrower has died or become 
disabled. But the borrower isn’t just 
interested in that type of protection. 
What he wants is insurance that will 
wipe out the obligation should he die 
or be disabled. That is the kind of 
protection that is provided by insur- 
ance, whether through group coverage 
like Household’s and some others’ or 
through individual policies. 
Consequently, Household’s argument 
that the small loan rate limit is sup- 
posed to cover all hazards of uncollect- 
ibility, including the death or dis- 
ability of the borrower, loses all but 
a minute part of its validity. It would 
not be too difficult to prove this: What 
is the chance that an insured debt will 
be liquidated by the borrower’s death 
or disability? What is the experience 
on uncollectibility of uninsured small 
loans due to death or disability? We 
believe a comparison of these two 
figures would make it abundantly clear 
that nearly all the premium under 
creditor insurance covers situations 
in which there are sufficient assets to 
take care of the balance due, even 
though it might entail considerable 
hardship, while only a trifling part 
of the premium could be considered 


: t Chicag 
as protecting the lender against g 
uine “uncollectibility” situations, 
case could doubtless be made out ¢, 
considering that this small part of the 
premium should be regarded as subject 
to the small loan statutory limit. Buy 
the amount would be so small as to 
have little force as a practical argu- 
ment. 

But in any event, it would seem as 
if competition, advertising, and publi. 
city generally would straighten out this 
question of how creditor insurance 
should be bought and paid for. The 
public is buying everything from vac. 
uum cleaners to vacations on credit, 
If buyers and borrowers are not utter 
simpletons they should pretty soon 
catch on to where they can get the best 
terms in the small loan field. Possibly | 
some will have to pay more because. 
their situations and records show them 
to be less desirable credit risks than | 
those who can qualify to do business | 
with the lowest-cost lenders. But if” 
the differences in costs of the various 
forms of creditor insurance are enough | 
to matter to buyers and borrowers, | 
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PERSONAL SIDE OF THE BUSINESS 





L. M. Peet, president of Farmers Life 
of Des Moines, will celebrate 40 years 
in the insurance business on Feb. 12. He 
has been with Farmers Life since 1933, 
beginning in insurance with Aetna Life 
in 1915. At age 27 he was the largest 
producer for the company in the United 
States. He has also at various times 
been associated with Mutual Life of 
New York, U. S. F. & G., Maryland 
Casualty and Marsh & McLennan. His 
experience has been in practically all 
branches except marine and he has 
been a personal producer in agency 
management work for his entire career. 


Joy M. Luidens, secretary-manager 
of Chicago Assn. of Life Underwriters, 
left Chicago by air Jan. 26 for Rome, 
from where she will visit Cairo and the 
near east including the Holy Land, re- 
turning by way of Amsterdam and New 
York. She also will visit her brother 
Rev. E. Luidens, who is a missionary 
at Amarah, Iraq, for American Chris- 
tian Missions. 


Jerry F. Crowley, advertising pro- 
motion manager of Metropolitan, has 
been named co-chairman of the public 
information committee of Greater New 
York City Red Cross campaign. 


Francis V. Keesling Jr., who suc- 
ceeded his father several years ago as 
general counsel for the West Coast 
Life and who for three years has been 
legislative representative of the city 
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land Manager. 
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and county of San Francisco at Wash- 
ington, D. C., has resigned the latter 
political position to devote all of his 
time to the company’s business. 
Paul E. Tierney, 2nd vice-president 
and auditor of John Hancock, was in- 
stalled as a member of Assn. of Master 
Knights of the Sovereign Military Or- W. H. He 
der of Malta in the U. S. at an investi- | 
ture ceremony at St. Patrick’s cathe- | %f Acuta 
dral, New York City. Francis Cardinal | Ty of 
Spellman and Bishop Russell J. Mc- | North C 
Vinney of Providence were present. | Bank 
actuary, 
Wesley S. Bagby, comptroller of Pa- | pany wa: 
cific Mutual Life, has been named | he went 
chairman of the American Cancer So- | the latter 
ciety’s 1955 drive in Los Angeles. He | Writing v 
was chairman last year. Mr. Ha 
life insur 
T. Braxton Horsley, manager at | college of 
Richmond for Life of Virginia, has | conducte 
been appointed chairman of the special | also a fo’ 
gifts division for the Red Cross drive Manager 
there. His unit’s goal is $125,500, near- | al commi 
ly 42% of the $299,093 quota for the ERNES 
three counties in the campaign. healer 
H. Bruce Palmer, president of Mu- ~ at 7 
tual Benefit Life, has been named Tr gh 
“New Jersey Business Statesman of chosen 7 
the Year” by the Sales Executives reed 0 
Club of Northern New Jersey. vo oe 
state’s h 
Margaret H. Becker who resigned signed hi 
recently as executive secretary of Illi- | himself — 
nois Assn. of Life Underwriters to join | Colonial 
the Mid-America office of Prudential | SUccessiv 
president 
1906. He 
Howard J. Burridge, President. He was | 
tees Martin, Vice-President. of alder 
ce) ° e ° cretary. \ 
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Management Quality Is Big Factor, Says Dawson 
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premiums, then there are distributable 
“gains”, which accrue to the benefit of 
the policyholders and which can be 
paid back to them in the form of “di- 
vidends’”’, or perhaps a more accurate 
description would be “premium re- 
funds”. The amount of these refunds 
depends upon the company’s operating 
results. 

As you know, the principal sources 
of gain, from which dividends are 
paid, are those that arise from savings 
in expense, favorable mortality and 
excess interest. It therefore takes little 
imagination to understand that the 
company which will show the lowest 
cost over the years to come will be a 
company which is competently oper- 
ated, with proper regard for the man- 
ner in which the policyholders’ funds 
are expended in operating expenses; 
a company that provides exceptional 
skill and competence in the pricing 
and selection of risks; and finally, a 
company with a strong surplus and an 
investment operation that combines the 
greatest interest earnings with proper 
standards of safety. 

oe e 7. 

Any prospective buyer of insurance 
who desires to appraise probable future 
net cost should inquire into the re- 
sources and the management of a 
company, and particularly into the 
three elements which I have men- 
tioned. If he can be assured by quali- 
fied and objective sources that a com- 
pany performs a capable sales opera- 
tion combined with efficient cost con- 
trol; displays skillful pricing and un- 
derwriting procedures; is financially 
strong and conducts an intelligent and 
aggressive investment operation, he 
need have little fear of what his net 
cost will be in the years to come. 

Conversely, anyone who responds to 
an advertisement or sales presentation 
that says a company has cooked up 


a new “low-cost” policy, illustrated by 
some combination of gross premiums, 
cash values and dividends based upon 
20-year projections, may be in for a 
deep disappointment. He will be buy- 
ing, not on the basis of a true criterion, 
but on the misguided belief that fu- 
ture dividends are assured, no matter 
how careful the company is to state 
that dividends cannot be guaranteed. 

Anyone who buys life insurance to- 
day on the sole basis of illustrations 
that show high dividend rates paid 
presently or in the past, is somewhat 
in the same position as an individual 
who buys the particular stocks that 
went up most in the market during re- 
cent years, or which happen to be pay- 
ing the highest dividends at the pres- 
ent time. Such stocks may possibly be 
the ones that also do best in the long 
term future. But the expert investor 
looks not only at the present and past 
dividend rates, but also at the man- 
agement, the financial position, and the 
likelihood of outstanding future per- 
formance and earnings. 

For this reason, Mutual of New 
York has not and will not advertise 
or publicize its products, on the basis 
that it has found some miracle of low 
cost insurance. We will continue to 
stress and illustrate the low gross pre- 
miums which bring insurance within 
the range of the average buyer. To 
ignore cost altogether would be to bury 
our heads in the sand. 

oe e a 

We will continue to offer a product 
with gross premiums as low as pru- 
dence will permit. We propose to 
remain competitive in dividend scales. 
We are confident that both our re- 
sources and management will accom- 
plish that result. But above all we 
believe and will stress that the best 
buy in insurance is the policy that fits 
the buyer’s needs, and that the function 
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ASSISTANT AGENCY MANAGER IN GEORGIA 


An agency now paying for over 15 million per year needs a southern boy with 
“push”... one who can sell (and prove it), and who has a successful background in 
recruiting and training. Earnings? You decide that. Liberal salary plus bonus based 


Write Box C-91, The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








COMPANY MANAGER WANTED 


Capable man for position as man- 
ager for new life insurance company. 
Must have ability, experience and in- 
tegrity. Southerner preferred. Will 
have privilege of participating in 
ownership of company if desired. 
This is an exceptional opportunity for 
the right person. Address D-5, The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














ACTUARY WANTED 


As an executive officer in a large and well 
established Pension and Consulting Firm. Prefer 
an actuary who is experienced with either a 


Pension Firm or a Legal Reserve Life Insurance 








Company. All replies will be treated in con- 
fidence. Write immediately to C. c/o Na- 
tional Underwriter Company, 175 lackson 
Boulevard, Chicago 4, Illinois. 3 
OPPORTUNITY 


for Actuary or Associate Actuary planning to 
complete studies, who has a desire grow 
with one of the oldest Group writing companies 
in the business. Located in the heart of Cali- 
fornia. Salary open. Please address Box C-66, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED 


Man with actuarial-type experience for full-time 
employment in research and development on 
employee benefit plans. Large manufacturing 
concern, headquartered in Great Lakes region. 
Beginning salary: $6,000. Address replies to D-2, 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 











of the salesman is to uncover and 
supply that need. 

We were the first major company to 
reduce gross premiums in recent years 
on many different contracts. We will 
continue to examine our premium 
structure continuously, and expect to 
reduce rates whenever margins seem 
unnecessarily large, in order to keep 
gross premium rates realistic. While of 
course, we intend to publicize our rate 
reductions, as they are made, we do not 
intend to present them publicly as 
“bargain rates” or with the implication 
that they necessarily result in lower 
net cost of insurance protection. 

We do not intend, at any time, to rest 
upon any one revision of our product, 
whether in premium rates, dividend 
structure, cash values, form of policy 
or any other matter which would in- 
hibit us from offering the public the 
most highly desirable products in the 
business. 

Consequently, we are now offering 
four new policies at attractive rates. 
You will recall my previous statement 
that there are no “guaranteed bar- 
gains” in participating insurance. Ac- 
cordingly, we do not intend to adver- 
tise or otherwise promote these policies 
as cut rate merchandise, or as bargains, 
or with promises of what the ultimate 
net cost will be. Nor will we advertise 
them as “special policies”. They are 
not “specials”, and you should not sell 
them as such. That term implies that 
new buyers are being offered some- 
thing at the expense of present policy- 
holders and that is not the case. 

These new policies comprise entirely 
new classes of business, which differ 
from existing classes in such things as 
form of coverage, policy provisions, 
standards of selection, minimum and 
average size, and difference in ex- 
penses per $1,000 of insurance. Such 
new classes of business are not being 
given arbitrarily low costs at the ex- 
pense of other classes of business. To 
be sure, these new classes are attrac- 
tively priced from a gross premium 
standpoint, because our current posi- 
tion and experience enable us to do 
that with a prudence which would 
have been lacking earlier. But these 
new classes of business will bear their 
proper charges, and the ultimate net 
cost will depend upon future experi- 
ence under such contracts. 

There is nothing new about this. We 
have been doing it for many years. 
The process is really one of more 
scientific and realistic pricing, and 
more accurate allocation of costs that 
gives each new class of business the 
full gains to which it is equitably en- 
titled. 





Plan New Ala. Company 


H. G. Williams is advertising in Ala- 
bama papers his proposed new cor- 
poration to be known as Muscle Shoals 
Life Ins. Co. of Florence, Ala. Mr. 
Williams will be the president. He is 
actively selling stock at $2 a share 
with a $1 par. Stock is to be sold in 
units of from $100 to $1,000 for in- 
dividual. 


S. F. Managers Hear Fuller 


Combating constantly rising ex- 
penses is one of the major problems 
confronting life companies today, Mor- 
ris G. Fuller, president of State Farm 
Life, told a meeting of San Francisco 
General Agents & Managers Assn. 

The solution to the problem does not 
lie in raising rates, cutting commissions 
or cutting salaries, according to Mr. 
Fuller. To raise rates would mean loss 
of new policyholders, he said. To cut 
commissions would most likely result 
in the loss of the best producers, and 
cutting salaries would have the same 
effect. Because head office staffs must 








be maintained at the highest compe. 
tency possible, he said their salarj 
should be such as to attract the m 
-— and hold those already on a 
staff. : 


Teamsters Welfare Fund 
Now Largest in Wash. 


SEATTLE—The teamsters now have 
the largest union health and welfare 
plan operating in Washington. It pro. 
vides life insurance, disability pay, ang 
hospital, medical and surgical care for 
35,000 teamsters and about 85,000 de. 
pendents. 

About 5,200 employers pay into the 
plan at the rate of $10.40 per month 
for each employe. This year their pay. 
ments will total $3,200,000. Every 
teamster who works 80 hours a month 
becomes eligible for benefits the fo}. 
lowing month. From May 1, 1950, when 
the plan was started, to Dec. 1, 1954, 
the plan has paid a total of 137,500 
claims. 

The most recent financial report, 
dated Aug. 31, shows that since the 
plan’s inception a total of $8,372,594 
has been paid in premiums, of which 
$7,099,204 has gone to pay claims. 
The difference represents money re- 
tained by Occidental Life of California 
and Pacific Mutual Life commissions, 
incurred claim reserves, etc. 

The $8,372,524 figure is all that has 
been contributed to the plan, except 
for a reserve of $983,206. The reserve | 
cannot be invested; it can be used only | 
for benefits. Last month about $1 mil- | 
lion of the teamster’s welfare-fund 
money was used in the midwest to 
purchase Montgomery Ward stock. | 

Premiums are paid to the insurers, | 
which make a 4% rebate to the fund | 
for administering the plan. An aver- 
age of 1300 claims are processed each | 
— at the plan’s Seattle headquar- 
ers. 


U.S. Life Group Kit Scores | 
in Non-Specialists’ Hands 
White & Winston, general agents at 
New York for U. S. Life, sold four 
group cases within 30 days using the’ 
company’s new “sales robot,” a self-| 
service packaged-selling group kit.’ 
Brokers who sold the cases, which} 
were the first produced with the help | 
of the kit, were, with one exception, 
non-specialists in group business. 











Arthur Named at Houston 


Percy E. Arthur, formerly Houston 
manager for Southland Life, has joined 
Great Southern Life there as assistant 
manager. 

Mr. Arthur started in insurance in 
1946 as a Great Southern Life agent 
in Houston, going with Southland Life 
in 1953. The Houston agency is Great 
Southern’s largest. 


Candage to State Mutual 


Dr. Raymond L. Candage, assistant 
medical director of John Hancock 
since 1951, has been elected associate 
medical director of State Mutual Life. 
He received his medical degree from 
Tufts, interned at Boston City hospital 
and served as resident in internal 
medicine at Carney hospital, Boston. 


Conn. General to Test H.O. Features 

Connecticut General is building a 
full-scale “mock-up” of a section of 
its new home office building at Bloom- 
field, Conn., in order to test such 
things as the assembly of full-size ex- 
terior walls, lighting systems, dividing 
screens, window shading and _ color 
schemes. The building, designed to ac- 
conmngente 3,000, will be completed 
in 1956. 











Equiowa Field Council Meets 

The General Agents Advisory Coun- 
cil of Equitable Life of Iowa met with 
home office officials at Des Moines to 
discuss management and field prob- 
lems. Council chairman is N. C. Day, 
Davenport, Ia. 
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Mutual Benefit Changes 
in Rochester, Arizona 


Mutual Benefit Life has named 
James B. Crowley Jr. general agent 
in Arizona, and Charles F. Hawley to 
the same post at Rochester, N. Y. Mr. 
Hawley succeeds H. Bennet Berwick, 
who has been transferred to San Fran- 
cisco. 

Mr. Crowley, a graduate of the Uni- 
versity of Arizona and a veteran of 





C. F. Hawley 


J. B. Crowley Jr. 


the marines, started in life insurance 
in Tucson with New York Life. He 
moved to Phoenix in 1953 as assistant 
manager. He was active in the forma- 
tion of Tucson Life Underwriters Assn. 
His father, a life MDRT member, is 
with a Mutual Benefit agency. 
e e « 

Mr. Hawley joined Mutual Benefit 
as an agent at Detroit in 1941, after 
having been with the C. Carroll Otto 
agency there. He was in the navy from 
1942 to 1946, and upon discharge re- 
joined the company. In 1950 he was 
appointed supervisor. 

Mr. Berwick will be assistant gen- 
eral agent at Murrell Bros. agency. He 
joined the company at Grand Rapids 
in 1945 as agency supervisor and a 
year later became assistant general 
agent. He has been at Rochester for 
the past five years. Prior to joining 
Mutual Benefit, Mr. Berwick for 16 
years was field supervisor of Manu- 
facturers Life of Canada. 





Law Institute Schedules 
Third Clinic on Tax Code 


Handling life insurance, life insur- 
ance trusts and annuities in estate 
planning and replanning under the 
1954 revenue code will be the subject 
of Practicing Law Imnstitute’s third 
two-day clinic devoted to the new 
law. Speakers at the clinic, Feb. 11-12, 
will include Robert J. Lawthers, di- 
rector of benefits and pension business 
of New England Mutual, and Denis B. 
Maduro, life insurance attorney of 
New York City. Joseph Trachtman of 
Trachtman & Wolf, New York attor- 
nheys, will be chairman. 

Problems of testators will be cov- 
ered Feb. 11. The discussion will em- 
brace life insurance trusts and option- 
al settlements, guardianship and man- 
agement of minors’ property, and the 
use of the marital deduction. Larger 
estates will be studied Feb. 12, when 
problems covered will include what 
to do with existing and new life in- 
surance, the use of inter vivos trusts, 
powers of appointment, annuities, 
pension and profit-sharing benefits 
and factors in choosing fiduciaries. 

The institute will devote its fourth 
program, March 18-19, to partnerships 
and closed corporations, and its fifth, 
April 22-23, to corporations. 





Equitable Agency Sets Record 
The Kentucky-Southern Indiana 
Agency of Equitable Society had the 
best two months in its history at the 
close of 1954. Paid volume in Novem- 
ber was $1,442,089, followed by De- 
cember with $1,102,167, both months 
eclipsing any previous month. The 
agency is managed by Elmore A. Voss- 
meyer, who went to Louisville on Oct. 


1. He has a long record of previous 
successful production in managerial 
posts with the company in Brooklyn, 
Cincinnati, West Palm Beach and 
Nashville. 





Great Year for Postal Life: 


Milton, Ross Are Leaders 


Postal Life achieved a new high in 
new paid-for business in 1954 with a 
total of $28,626,811, an 8% increase. 
December its largest volume month, 
accounted for $5,432,175, 65% better 
than the previous best month. Insur- 
ance in force now stands at $118 mil- 
lion. 

Arthur Milton of New York City, 
leading general agent, went over the 
$6 million mark last year. He won the 
president’s trophy for the best agency 
building job, the president’s volume 
plaque and the president’s service 
plaque for paying the largest number 
of lives. His agency paid for more than 
$1% million in December, a new com- 
pany record. 

George Ross of Middletown, Conn., 
paid for more than $1 million of per- 
sonal business’ to lead the company 
and win the president’s cup. He also 
won the president’s quota plaque for 
highest percentage of business over 
quota. 





St. Louis Blue Cross 


Ups Rates 11 to 84% 


ST. LOUIS—Increases in clHarges 
ranging from 11 to 84% have been 
made by Group Hospital Service, the 
Blue Cross plan. A few additional ben- 
efits have been added. The effective 
date is May 1. 

Benefits now will be paid for 70 days 
of hospitalization instead of 60, and for 
180 days beyond the initial period 
Blue Cross will pay $3 a day. Allow- 
ances for private rooms are increased 
from $6 to $10, with full cost paid on 
semi-private rooms. 

The maximum increase of 84% will 
be imposed on married persons holding 
two-person memberships. Individuals 
in groups will now pay $2.20 a month 
instead of $1.50, and family groups will 
pay $4.60 instead of $4. Individuals 
not in groups will pay $3 instead of 
$2.50, and families not in groups will 
pay $6 instead of $5. The last increase 
ry Louis Blue Cross rates was in 


National of Vt. Sales Reach | 
$192,959,927, All-time High 


Sales by National Life of Vermont 
reached an all-time high in 1954 of 
$192,959,927, a gain of nearly 18%. A 
total of $1,536,285,164 in insurance in 
force reflected an increase of nearly 
9% and put National in the $1% bil- 
lion in-force bracket. 

A total of $11,383,000 has been set 
aside for 1955 dividends. Earnings on 
investments were 3.9% gross and 3.4% 
net, the latter being the highest rate 
since 1945. 

Voluntary security valuation reserve 
was increased to $1,165,042 and unas- 
signed surplus to $30,688,787. 


Provident Life New H. O. 
to Be Dedicated in Feb. 


The new home office building of 
Provident Life of North Dakota under 
construction since 1953 is completed 
and ceremonies officially dedicating 
the building are scheduled for the week 
of Feb. 14. The first day there will be 
a tour and reception for the building’s 
construction workers and their wives; 
the second day will be devoted to the 
formal dedication and grand opening 
and the next three days there will be 
an open house. 








Names Mortgage Managers 


Three city mortgage managers have 
been appointed by Mutual Benefit 
Life. They are: Walter S. Allen; Frank 
C. Taylor; and Alfred F. Ricker. 





L. D. Cavanaugh, chairman of Federal Life of Illinois, is shown presenting 
a company check for $100 to Lucina Ebert of the Baxter-Cooper agency of 
Chicago for her prize winning essay on loyalty. Mr. Cavanaugh announced the 
contest at his 40th anniversary party in August of 1954. Also shown are second 
and third place winners, respectively, both members of the home office staff, 
Mrs. Gladys Hurdle Georgson, with a $50 check and Joseph Warga with a 
$25 check. Judges for the contest were Peter Schwaba, former judge of the su- 
perior court of Cook county for 32 years; George McSwain, former FBI mem- 
ber and now administrative assistant to the general managers of the Conrad 
Hilton and Palmer House hotels; and Levering Cartwright, insurance journal- 
ist. Federal Life has distributed an attractive pamphlet containing the win- 
ning essays and a picture of the winners. 











Sixty-First Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $194,000,000 to 
Policyowners and _ Beneficiaries 
since organization September 5, 
1894... . The Company also holds 
over $84,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 

* 


* of 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 
MUTUAL LEGAL RESERVE FOUNDED 1894 
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LAA to Gear April 
Workshops to Sales, 
Company Publications 


Workshops in promoting sales and 
editing company publications will be 
conducted April 3-8 at St. Louis by 
Life Insurance Advertisers Assn. These 
1955 workshops, designated Nos. 6 and 
7, will be coordinated by Gordon Hull, 
Mutual Benefit Life at Newark and 
chairman of LAA’s education commit- 
tee. 

William C. Heimburg, supervisor of 
sales publications of New York Life, 
will direct the sales promotion work- 
shop, and William E. Reimer Jr., super- 
visor of publications of Provident Mu- 
tual, will be in charge of the editorial 
shop. 

Joint sessions of faculty and students 
of both workshops will be addressed 
by Morgan S. Crockford, secretary 
of Excelsior Life of Canada and secre- 
tary of LAA, and a team of men in the 
printing and production business. 

The faculty for the two workshops 
will include Jack A. Buckley Jr., sales 
promotional director Guardian Life; 
Warren F. Reuber, advertising assistant 
Connecticut Mutual; George I. Powell, 
manager of sales promotion Great- 
West Life; Ed. S. Wescott, director 
of A&H sales Bankers of Nebraska; 
Kenneth K. Wunsch, publicity manager 
Northwestern National, and Stanley 
M. Richman, vice-president General 
American Life. 


Midland Mutual Cuts Rates, 


Makes Policy Form Changes 


Midland Mutual Life has reduced 
premiums and made other changes af- 
fecting the following forms of insur- 
ance: 

Conversion privileges and regular 
optional methods of settlement now 
are included in mortgage redemption 
policies. 

Ten and 15-year non-renewable 
term policies now will be issued in 
minimum amounts of $5,000, and 10- 
year renewable terms will be issued in 
amounts of $1,000 or more. 

Ages have been extended down to 0 
for all plans of single premium insur- 
ance. Accidental death benefit will be 
offered to age 65 instead of 60 as here- 
tofore, and will be issued at ages 10 to 
60, inclusive. The amount of this ben- 
efit in the estate builder type policy 
known as the “foresightor” will in- 
crease five times at age 21 with no in- 
crease in premium. 

Short term premiums are lower for 
life, waiver of premium disabilty and 
accidental death benefit. 





Manpower, Inc., Opens 


Offices at Tulsa, Paterson 


Manpower, Inc., of Milwaukee which 
furnishes industry with temporary 
help, has opened new offices at Tulsa 
and Paterson, N. J., and is now oper- 
ating in 42 cities. The company offers 
calculating, telephone-secretarial, mar- 
ket research, convention and direct 
mail services. 

Howard W. Herbruck, Paterson, and 
Harold A. Sickmann, Tulsa, will man- 
age the new offices. 





More Social Security 
Amendments to Congress 
WASHINGTON—Social security 


amendments have been proposed in 
these new bills introduced in Congress: 

To provide that any person covered 
under OASI shall be entitled to the 
same primary and survivors benefit 
rights during a period of disability as 
he would be, had he attained retire- 
ment age on the initial date of such 





period of disability—-Van Zandt, Penn- 
sylvania. 

To provide that a widow of a fully 
insured individual under OASI shall 
be entitled to benefits thereunder re- 
gardless of her age and whether or not 
she has minor children in her care— 
Rodino, New Jersey. 

To permit certain beneficiaries of an 
insured to meet the applicable proof- 
of-support requirements even though 
such insured was unable by reason of 
illness or injury to provide such sup- 
port during a period ending with his 
death; and to provide for payment of 
child’s insurance benefits to certain 
individuals over 18 who are unable to 
engage in any regular employment by 
reason of permanent physical or men- 
tal disability—Smith, Mississippi. 


Mutual Benefit Life 
Promotes Nine at H. O. 


Nine official changes have been 
made by Mutual Benefit Life. Walter 
W. Cochrane was appointed assistant 
manager of the claim department; 
George Y. Cherlin and Virgil O. Hay- 
den were appointed senior mathemat- 
ical assistants; Jack L. Rowland and 
William A. White were appointed 
mathematical assistants, and H. Pres- 
ton Smith was appointed director of 
field personnel. 

John S. Clarkson, director of per- 
sonnel training, was appointed person- 
nel manager; Kenneth Patton and 
Norman Schofield mathematical assis- 
tants, were designated senior actuar- 
ial assistants. 





Pan-American Life Makes 


Five Promotions 
(CONTINUED FROM PAGE 3) 

by department of public relations sep- 
arate from the agency department. It 
will be headed by Richard L. Hinder- 
mann, who has been director of public 
relations since 1953. Sales promotion 
work, formerly handled as part of pub- 
lic relations, will continue in the agen- 
cy department. 

Mr. Sawyer joined Pan-American in 
1948 after being district manager for 





John W. Nelson 


R. L. Hindermann 


General American Life at Birmingham. 
He is a graduate of the Southern Meth- 
odist course and the LIAMA school. 

Mr. Lyon entered insurance with 
Phoenix Mutual at Chicago. After re- 
turning from army service he went to 
the home office as home office super- 
visor. He is an LIAMA school graduate. 

Mr. Fust joined Pan-American in 
1923, advancing via the cashier and ac- 
counting route. He is an LIAMA gradu- 
ate. 

Mr. Nelson joined the company in 
1953 as Mr. Fust’s assistant. Before that 
he was office manager for Coleman E. 
Adler & Sons in New Orleans. 

Mr. Hindermann has been with Pan- 
American since 1941 except for war 
service. Before becoming public rela- 
tions director he served as director of 
sales promotion and assistant secretary. 
He has served as secretary of the Life 
Insurance Advertisers Assn. and chair- 
man of the Southern Round Table of 
LAA. 





Late News Bulletins... 


(CONTINUED FROM PAGE 1) 
this month or early in February will discuss the possibility of a trade practice 
conference of the A&H business. 

FTC will not call a trade practice conference unless asked to do so by the 
business. 

In the meantime investigation of A&H by a special committee of nine House 
members is proposed in a resolution by Rep. Multer of New York. The study 
would cover “the operation of accident, health and hospitalization insurance 
companies, associations, societies and funds and their problems, and the pos- 
sible expansion and improvement of such insurance, and all the factors en. 
tering into all thereof.” 

The committee would submit a report to the present Congress with recom- 
mendations. 


Oppose N. C. Premium Tax Increase 








North Carolina insurance companies lined up solidly at a public hearing jn | 


Raleigh against a proposal to raise the gross premiums tax on domestic in- 
urers from 1% to 2.5%. 

W. T. Joyner, Raleigh lawyer, appeared before the joint finance committee 
of the general assembly as representative of 16 companies. He asserted that 
the proposed tax increase would place North Carolina firms at a competitive 
disadvantage and serve to keep new insurers from starting in the state. 

Waldo C. Cheek, president of Independent Life of Charlotte, and former 
North Carolina insurance commissioner, contended increased taxes would 
stunt the growth of new companies and thereby cut into potential sources of 
taxes. 

Arch T. Allen, Raleigh lawyer representing State Capital Life and other 
companies, was due to appear before the same committee on Jan. 26 to offer 
further arguments against the proposal. 


Grace Is Partner of New Orleans Hancock Agency 


William F. Grace, since 1948 associate general agent for John Hancock at 
New Orleans, has become a partner in the Irwin agency there, of which Leon 
Irwin Jr. is general agent. Mr. Grace joined the agency in 1948 as manager. He 
is a past president of Life Managers & General Agents Assn. and Life Under- 
writers, Inc., of New Orleans and a founder and past president of New Orleans 
chamber of commerce. 


C. W. Mealing Is President of Canada Agents 


C. W. Mealing of North American Life Assurance was elected president of 
Life Underwriters Assn. of Canada at the annual meeting Jan. 28 at Toronto. 
J. D. Mingay of Prudential of England was named chairman of the board. 


Seeks U.S. Registry of Welfare Plans 

WASHINGTON—The Senate subcommittee that has been investigating un- 
ion welfare funds recommended this week a plan of federal registry for all 
such funds as a preventive of the type of abuses that have been uncovered. 
However, the subcommittee said it will take another year of study to come up 
with a set of effective standards. In its report the subcommittee is sharply 
critical of maragement, the unions, and the insurance industry. The com- 
mittee holds that all types of private welfare programs, not merely those 
involving trust funds, should be subject to federal supervision. 


s a 
Tenn. Acts to Bar Foreign Gov't Insurers 
The Tennessee legislature has passed three administration insurance meas- 
ures. These are uniform A&H advertising, prohibiting of insurers owned or 
controlled by foreign governments from operating in state, and designation of 
the insurance department as agent for service of process on insurer not li- 
censed to do business in Tennessee. 


Life Stock Fund to Become Open 


NEW YORK—Life Insurance Investors, Inc., the new investment fund 
specializing in life company shares, will convert from a closed-end type of 
fund to an open-end fund within 30 days, and thereupon its share will be re- 
deemable at the holders’ option at their net asset value. However, there will 
be no continuous offering of shares. Templeton, Dobbrow & Vance, investment 
counsellors, have been retained as investment advisers. The fund will utilize the 
Alfred M. Best Publishing Co. and the consulting actuarial firm of Wolfe, 
Coreoran & Linder for specific evaluation studies from time to time. 











: s $1.12 monthly for $1,000 coverage of 
Indianapolis Life Scales life and 8 cents monthly for accident 
New Production Heights and dismemberment coverage. There 


Indianapolis Life’s sales in 1954 
reached an all-time high of $34,367,431, 
a 5.3% imerease. Insurance in force 
totaled $306,117,596, compared with 
$291,160,614. 

Climaxing the year was a December 
volume of $3,707,127, a gain of 7%. 





Bankers L.&éC. Gets City Group 
PORT HURON, MICH.—A _ group 
life contract for city employes will be 
placed with Bankers Life & Casualty. 
The company’s bid was announced as 


will be a limit of $2,000 coverage and 
employer will pay 60 cents for each 


? 


Provident of N. D. Shows 
16% Sales Gain for 1954 


New paid business of Provident Life 
of North Dakota in 1954 amounted to 
$22,908,057, an increase of 16%. Insur- 
ance in force gained $10,459,891 to 
total $145,000,952. The average size 
policy was $3,961, a gain of 15%. 
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Top commissions. 





REPUBLIC NATIONAL LIFE 


| INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 
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WE ARE INTERESTED 
in any feature of your Accident 
& Health Policies that is a sub- 
ject for Reinsurance. 

A return-mail reply is our 
established practice. 

We invite your inquiry. 








EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


LOS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
114 Sansome 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 
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With 400 million of 
insurance in force — 

a tribute to the fine 

sales organization of 
Bankers Life of Nebraska — 
an objective accomplished 

in December 1954. 
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AMERICAN NATIONAL 
INSURANCE Co. : 


GALVESTON,TEXAS 











@ Over 3 Billions of Life Insurance in Force 
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ALL Connecticut Mutual contracts have low net cost. 


ALL have the same high quality features, the same 
flexibility, the same dividend treatment. 


Surplus writers who offer Connecticut Mutual serv- 
ice gain the flexibility of being able to offer their 
clients at low cost the type of contract which best fits 
their clients’ needs. No matter which contract you 
recommend, you know your client is getting a 
“best buy.” 


All CM contracts are winners. 














The 
(Connecticut Mutual 


LIFE INSURANCE COMPANY e HARTFORD 














They re all winners 











Changes Making Connecticut Mutual an 
even Better Buy 
PREMIUMS REDUCED 


On Ordinary Life, Life Paid-Up at 85, 
Graded Premium Ordinary Life and all 
Term policies issued after November 1, 
1954, Not special policies — no special 
underwriting requirements. 


DIVIDENDS INCREASED 


Upward adjustment in dividend scale on 
all premium-paying plans with substantial 
increases at the higher ages means 
even lower cost. This is our 7th dividend 
increase in 12 years ... all benefiting both 
old and new policyholders. 


INTEREST RATES INCREASED 


More for the beneficiary, with interest on 
optional settlements increased to 3.3%. 
Interest on dividend accumulations 
increased to 3.15%. 






Call CM’s Nearest General Agent 
for Complete Details. 














